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Wilmer L. Moore, President 


All policy contracts have been revised as to rates and values. 

Non-Participating plans become Participating at the end of twenty years. 

Now offering Participating as well as Non-Participating contracts. 

Juveniles from thirty days to sixteen years. 

Writing Sub-standard and issuing Double Indemnity and Disability. 

Available territory for men of character and ability. Address 
E. S. Albritton, Vice-President and Manager of Agencies 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 
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mindnized 
this hazard 


T= new character, now featured regularly in all North America national advertising, 
reflects your service to property-owners in helping them reduce fire-hazards and 


lessen insurance-costs. 


As a North America agent, you are being “sold” to prospective clients on the basis of a 
practical, helpful loss-prevention service that means to them full insurance protection at 


the lowest practicable rates. 
And property-owners are quick to sense the advantages of such co-operation! 


Insurance Company of North America 
PHILADELPHIA 
and the 
Indemnity Ins. Co. of North America 


write practically every form of insurance except life 
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CONTINENTAL AMERICAN 
LIFE INSURANCE CO. 


Wilmington, Delaware 
PHILIP BURNET, President 


TWENTIETH ANNUAL STATEMENT 
December 31, 1927 


Assets - - - - $10,000,979 
121% of liabilities 

Liabilities . 8,236,259 
Only 82% of assets 

Excess of Assets S2rite! $ 952.350 $1,764,720 
21% more than liabilities 

New Insurance - + $15,146,182 
83% in policies of $5,000 or more 

Insurance in Force - $78,602,759 


Net increase 11% 





Specializing on the Larger Policies 


Pee CONTINENTAL AMERICAN specializes on the bet- 
ter class of business, the people with the larger incomes 
who are not merely good average risks, but better risks than 
the average, and who insure in substantial amounts. More 
than 80 per cent of the new business for 1927 was in poli- 
cies of not less than $5,000 at the minimum. 

















A NEW INTERVIEW WITR 
AN OLD POLICYHOLDER 


HE old policyholder will be in- 
terested in the Life Insurance 
Trust. It is a new discussion of the 
subject most vital to him—his fam- 
ily. It reopens the whole question 
of adequate protection. It shows the 
necessity for more insurance. As a 
preliminary to the interview or as a 
result of it, consultation and confer- 
ence with the Trust Department of 
this bank on all phases of the Life 
Insurance Trust are available to 
underwriters. 


National Bank of Commerce 
in New York 


TRUST DEPARTMENT 
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Interesting---and True 


A life insurance man for 17 years; successful as 
soliciting agent, supervisor and director of agencies. 
He turned first to The Lincoln National Life when 
he decided to go back to Iowa as a field man. 


A. E. Wilder explains his action by saying: 


“T have studied the very remarkable growth of 
The Lincoln National Life. The wide range of 
age acceptance, the extensive variety of policies 
issued, and broad substandard coverage offer Lin- 
coln National Life salesmen a complete kit of 
tools.” 


All Lincoln National Life agents have found that 
it pays to 








(Lint UPC) worn me) LINCOLN) 
The Lincoln National Life 


Insurance Co. 
*Its Name Indicates Its Characeer” 
Lincoln Life Building, PORT WAYNE, IND. 
More Than $500,000,000 in Force 




















ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


Any natural death 
Any accidental death 
Certain accidental death 


Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progfessive agent and we invite you to 
give serious consideration to the United Life 
“Policy You Can Sell.” 

There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord, 


New Hampshire INQUIRE! 
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RELIANCE HAS BIG YEAR 


Company Made Several Records in 
Past Twelve Months 


DECEMBER 31 WAS BIGGEST DAY 


E. G. Schellentrager and Saul Alexandre 
Company’s Leading Producers—Latter 
Did Over $300,000 a Month 

With substantial increases in every depart- 
ment. the Reliance Life Insurance Company of 
Pittsburgh, Penna., points to 1927 as the most 
prosperous year in its highly successful history. 
During the past year the company paid for 
$64,588,101 of life insurance, $30,655,793 of ac- 
cident, and $70,334 of health insurance, all three 
items representing good gains over 1926, and 
swelling the insurance in force totals to $380,- 
581,793 for life, $153,901,127 for accident and 
$379,033 in weekly health premiums. 

The year marked the accession of A. E. 
3raun to the presidency of the company. Mr. 
Braun, who has been a member of the com- 
pany’s directorate for a number of years, and 
was vice-president of the Reliance at the time 
of his election to the highest office in its em- 
ploy, has a past record of success in the indus- 
trial and publishing fields. Under his able lead- 
ership, the company is expected to reach even 
greater achievements in 1928. 

In building up the fine volume of business 
recorded above, three new company production 
records were established in 1927. Ninety-four 
underwriters in the Western Pennsylvania de- 
partment, exceeded every high mark of twenty- 
four years standing in the writing of new 
life insurance and turning in the biggest acci- 
dent and health volume it has ever produced. 
This department also broke its record for an- 
nual production, exceeding its allotment by $4,- 
(30,000. The company’s high water mark for 
a single day’s paid business was reached on 
December 31, when a volume of $2,169,220 life 
insurance was reported paid. Saul Alexandre 
was the leading individual producer of the West- 
ern Pennsylvania department with a monthly 
record in excess of $300,000. 

The leading producers in the field were: EF. 
J. Schellentrager, G. V. Cleary and Saul Alex- 
andre. All three men paid-for life insurance 
in excess of a million dollars each, the latter 
producing the largest year’s business in his 
career. He led the president team to victory 
in the Western Pennsylvania Salesmen’s con- 
test which, extending over four months, proved 
to be a most successful business getter. Mr. 
Schellentrager, the leading personal producer of 
the Reliance, and Mr. Cleary placed an addi- 
tional million dollars of insurance on the life 

(Continued on page 8) 


TO ASK REHEARING 


Conference on Missouri Case Held in 
Chicago 


ATTORNEYS DECIDE ON COURSE 


Kentucky and Kansas Cases Also Dis- 
cussed at Gathering of Lawyers 

CuicaGco, ILt., January 11.—The fire insur- 
ance companies operating in Missouri are not 
through in their fight against the 10 per cent 
rate reduction ordered in that State and in sub- 
stance approved by the United States Supreme 
Court, it was revealed Tuesday following a con- 
ference of company lawyers. The lawyers, 
coming from all parts of the Central West, de- 
cided to file a petition with the United States 
Supreme Court asking for a rehearing on its 
ruling that no Federal question was involved in 
the appeal. 

The grounds of the petition were not an- 
nounced, but this decision was made in the con- 
ference held prior to the meeting with the com- 
pany representatives on Wednesday of this week 
when the companies were instructed as how to 
proceed in Missouri. 

Cuicaco, January 10—A conference of at- 
torneys for the fire insurance companies han- 
dling the rate cases of Kentucky, Missouri and 
Kansas was held here Tuesday, to determine 
what course to pursue as a result of the ruling 
of the United States Supreme Court that no 
Federal question was involved in the Missouri 
rate case. This decision gave authority to the 
decision of the Missouri court, which upheld 
the 10 per cent rate reduction ordered by Com- 
missioner Hyde in 1922, and also established the 
policy of having interest earnings from unearned 
premium reserves in that State applied to un- 
derwriting income. 

Those attending were E. H. Hicks and R. J. 
Folonie, attorneys for the Union, Chicago; 
Robert Stone, Topeka, Kansas; Will Hogsett, 
Kansas City, Mo.; Jack Leahy, St. Louis; 
Ashley Cockrell, Little Rock, and Joseph 
Laurent of Louisville. 

The attorneys also held a conference with the 
company representatives this morning, at which 
they instructed the companies on what course 
to pursue in Missouri. This was the first defi- 
nite word that the companies had received that 
they had lost in the highest court. 


Very little information as to the status of the 
Missouri situation was available in New York 
this week, executives awaiting the result of the 
Chicago conferences. 

While there has been some discussion of the 
possibilities of the suit being continued by one 
of the companies that actually sustained a loss 

(Continued on page 17) 
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AUTO LIABILITY 


Special Committee Reports to New 
York Governor 


COMMISSION TO STUDY PROBLEM IS 
URGED 


Only 17 Per Cent of State Licensees Carry 
Insurance Protecting the Public 


Congestion of court calendars on account of 
cases arising from automobile accidents in New 
York was reviewed by Governor Alfred E. 
Smith of that State when, this week, he pre- 
sented to the Legislature the draft of a report 
made on the subject by a committee appointed 
by the special calendar committee of the Ap- 
pellate Division of the Supreme Court in the 
First Department. With Hon. Victor J. Dow- 
ling as chairmap, the committee included such 
prominent men as Henry W. Taft, Charles E. 
Hughes, Joseph M. Proskauer, Samuel Sea- 
bury, Jeremiah T. Mahoney, Timothy A. Leary, 
Clarence J. Shearn and others. The commit- 
tee’s report deals with the possibility of com- 
pulsory automobile liability or compensation in- 
surance and recommended that the Legislature 
appoint a commission to study the question with 
a view to suggesting needed legislation. Gov- 
ernor Smith urged the Legislature to carry out 
this recommendation. The report of the com- 
mittee described the growing automobile acci- 
dent total and the court calendar congestion 


that arose from the situation and then con- 


tinued : 


Apart from the problem of calendar conges- 
tion, the situation has another serious aspect. 
Only seventeen per cent of the persons taking 
out motor vehicle licenses in this State carry 
insurance covering damages inflicted by the 
motor vehicles operated by them. As prudent 
and solvent owners are most likely to carry in- 
surance, careless and insolvent owners are most 
likely to be found among the eighty-three per 
cent who carry no liability insurance. It is 
estimated that eighty per cent of all automobiles 
are sold on time, and in such cases the”owners 
frequently own but a small equity in a mort- 
gaged car. It is a natural result and a com- 
mon experience that after all the delay and ex- 
pense incident to a suit for injuries, the party 
at fault is frequently found judgment-proof and 
without means. 

In the cases of injuries caused by automobiles 
engaged on behalf of the Government in the 
discharge of governmental functions the per- 
sonal injury suit affords no remedy. In the 
numerous “hit and run” cases, no identification 
being possible, the victim is helpless. Claims 
against non-residents also present serious diffi- 
culties. In most cases where an accident is 
caused by an automobile driven by a member 
of a family or an agent outside the owner’s 
business the personal injury suit affords no 
practical remedy. But given a case within the 
law, and an identified solvent defendant, the 

(Continued on page 31) 
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HE stress and strain incident to being a 

President of the United States of America 
has for several years formed a subject of con- 
versation alike at dinner tables and in the back 
rooms of country stores which perhaps has been 
exceeded by only a few topics such as prohi- 
bition, etc. Consequently the public at large, 
and myself in particular, are much indebted to 
the Statistical Bulletin of the Metropolitan Life 
Insurance Company. By dividing the Presidents 
into two groups, pre-Civil War to post-Civil 
War, some interesting conclusions are obtained. 
The article, which contains original mortality 
deductions, says, in part: 


“Tn the earlier period, fifteen men were elected, 
or succeeded to the presidency. As nearly as 
can be gauged by the aid of the more reliable 
among the life tables, the combined expectation 
of life of these fifteen men, when they assumed 
the office, was 229.65 years. The actual number 
of years lived by these fifteen chief executives 
was 250.02, or 20.37 years in excess of the ex- 
pected. On the average, then? these earlier in- 
cumbents lived 1.35 years in excess of their ex- 
pectation of life at their presidential inaugura- 
tions. 

“Since 1861, we have had fourteen presidents, 
twelve of whom have died. We find that the 
combined expectation of life, at accession, of the 
twelve deceased chief executives, from Lincoln 
to Harding, was 228.81 years. These twelve 
men actually lived, however, only 123.12 years 
or 105.69 years less than their normal life ex- 
pectancy at their ages of accession to the presi- 
dency. This group of twelve men, on the aver- 
age, lived 8.81 years Jess than their normal ex- 
pectation when they assumed the office. The 
combined expectation of life at accession, of the 
two living men who have filled the office was 
40.96 years. If that expectation is fulfilled, the 
number of years lived by fourteen presidents 
from Lincoln to Coolidge, after accession, will 
be 164.08, or still 105.69 years below the ex- 
pected; and the average life tenure of the four- 
teen, since they assumed office, would still be 
7.55 years below the expected, as compared witi 
1.35 years above the expected for the fifteen 
men who were the country’s chief magistrates 
prior to the Civil War. 

“Of the fifteen presidents during the era 1789- 
1861, nine lived to exceed their life expectations 
at accession; of the twelve deceased presidents 
since 1861, only a single one, Grover Cleveland, 
lived beyond his normal expectancy at his in- 
auguration to the presidency by 1.3 years. 
Three of the twelve presidents who have died 
since 1861, Lincoln, Garfield and McKinley, lost 
their lives through assassination. The presidency 
has in recent decades been a hazardous occupa- 
tion; but even had these men lived out their life 
expectations the post-Civil War presidents 
would still fall far short of living as long as the 
life tables allot to them at the ages at whicn 
they were inaugurated.” 


ITH many of my insurance friends com- 
ing into New York for the holidays I 
discovered a problem that, as a_born-in-the- 
place citizen of Bagdad on the Subway, I do 
not often encounter. The difficulty seems .9 
be, “Where can we get seats for the theater 
without paying ticket agency prices?” For one 
who lives “in town” the answer is fairly simple. 
One either obtains them at the box office for a 
date several days (occasionally weeks) in ad- 
vance, or one knows a friend of a friend who 
is acquainted with a man in the seats of the 
mighty. In the latter case one sometimes pays, 
but not infrequently “deadbeats.” 
* Ok OK 
OR the individual who comes to Al Smith’s 
city at the last moment, so to speak, a real 
difficulty exists. Box offices, more or less po- 
litely, say that no, they have no tickets for to- 
night. As a matter of fact, if the out-of- 
towner seeks pasteboards for the night of the 
day on which he voices his application, the an- 
swer is probably truthful enough. Failing at 
the box offices, the searcher for admission then 
tries the ticket agencies and “there’s the rub.” 
O for the life of a theater ticket baron! 
An energetic district attorney tried to fix rates 
at a fifty-cent advance over the box office price, 
but the situation is beyond one-man control. So 
long as the public will not take the trouble to 
go to the box office, the speculator will flourish. 
* * * 


Y this time the ticket-seeker is in a fine 

frenzy of despair. Particularly is this so 
if he has a “date” with the charmer of the 
moment and in some way feels that his pride 
will be shattered if he cannot produce entries 
for the particular performance she has set her 
heart on. Now comes the friend-in-town—and 
all I have to say on this subject is—for heaven’s 
sake, be reasonable. Let your friend-in-town 
know in ample time that you are coming or, if 
that is not possible, wire him en route and give 
him at least at few hours in which to produce 
the ‘“ducats.” That gives him a chance either 
to “make good” or to establish a satisfactory 
Oh for the life of a theater ticket baron! 
alibi. If you were in his place you would prob- 
ably welcome such an opportunity with open 
arms; and, after all, any man is entitled to for- 
mulate an alibi at least once. 

* * 


PROPOS of nothing whatever along the 

line of the foregoing, it is my pleasure to- 
day, broadcasting from Station T-O-P, to tell 
the insurance world that Ennis Mallette, fa- 
mous flying secretary of the Connecticut Plate 
Glass Insurance Company of Torrington, is the 
proud father of a new baby, the first. Yep, it’s 
a boy and he and his mother are both well. 
Ennis, talking to me over the ’phone, was just 
able to articulate that and one other fact, which 
is that he is not going to raise his boy to be « 
soldier. One war, says Ennis, is quite enough. 


4 





N Pennsylvania they are hotly debating the 

question of examinations in connection with 
agency licenses. The advocates of the plan are 
led by Insurance Commissioner Taggart and it 
seems that he has the support of the Pennsyl- 
vania Association of Insurance Agents and the 
approbation of the local underwriters’ organi- 
zations. I wonder if not a few of these groups 
are being good soldiers in supporting the Com- 
missioner’s stand while inwardly harboring a 
slight suspicion as to its practicability. Since 
most insurance agents have been thoroughly 
sold on the idea that their particular means of 
livelihood is a profession and not a business, 
there is only one attitude, ethically, they can 
take when asked to submit to an examination on 
their fitness. It goes without saying that any- 
one who has the interests of better insurance at 
heart will be at one with the Pennsylvania 
mentor in his desire to raise agency standards 
but perhaps there are a number of capable 
agents in Pennsylvania who feel, as I do, that 
education is a good thing but that the school- 


room is not always the best place to test it. 
x Ok x 


one of the most ridiculous pronuncia- 
mentos broadcast in the public prints 
emanate from the highest circles of learning. 
No man can make himself so foolish as the 
savant, particularly when he gets running wild 
in the matter of questionnaires and examina- 
tions. Consider, for example, these questions 
calculated to test the “sanity” of incoming 
aliens: 
1. What is a goat after it passes the age of 
seven years? 
2. What is a child who has eaten its father 
and mother? 
3. What kind of an umbrella does King 
George carry on a rainy day. 
* ok Ok 
HE correct answers to these questions are: 
(1) Eight years old. (2) An orphan. 
(3) A wet umbrella. Now, my dear pupils, did 
you all get one hundred on that test? If you 
didn’t, then I have the United States immigra- 
tion authorities’ word for it that you're crazy. 
For my own part, I would like to examine the 
sanity of the professor who propounded them. 
“Who’s looney now?” as they used to say be- 
fore the era of intelligence tests. 
* * * 


TRUST that the Pennsylvania pedagogues 

will not get sidetracked on any such blather 
in their efforts to find whether or not a man is 
capable of selling insurance. Nevertheless, the 
most sensible of formal examinations is bound 
to contain pitfalls liable to throw a smart, well- 
equipped agent for a loss. It is to be hoped that 
the Pennsylvania examinations will be conducted 
with due regard to the human factor. Sir 
Walter Scott was the school dunce and Ulysses 
S. Grant graduated in the lower third of his 
class. 
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COMPULSORY AUTOMOBILE 
INSURANCE 

HAT there is a distinct trend toward 

some kind of monetary protection 
for the public against the financially-irre- 
sponsible automobile driver cannot be 
denied. It does not require a spotlight on 
the compulsory insurance law in Massa- 
chusetts to establish the contention. 
Furthermore, the feeling is by no means 
sectional, but is countrywide. 

California, Oregon and Maryland have 
appointed commissions to study the sub- 
ject. In Connecticut, there is an extant 
statute which demands proof of financial 
responsibility after the automobile acci- 
dent or law violation. In the States of 
Maine, New Hampshire, Rhode Island, 
Vermont and Minnesota, laws similar to 
that in force in Connecticut were enacted 
during the past year. Also, there were 
49 compulsory automobile liability in- 
surance bills introduced into the several 
State Legislatures during 1927. 

This week, Governor Alfred E. Smith, 
of New /York, submitted to the Legisla- 
ture of that State a report from a special 
committee in which the question of finan- 
cial responsibility on the part of motor- 
ists was reviewed and in which the ap- 
pointment of a commission to study the 
problem was recommended. This recom- 
mendation was urged upon the Legisla- 
ture by Governor Smith. Compliance 
with this suggestion seems certain. The 
eventual outcome is not. 

The New York committee, in its find- 
ings as given on another page of this 


issue of THe Spectator, has carefully 
considered the possibility of handling the 
problem by means of a compensation 
fund, the cost of which has been estimated 
at about $20 per car; but it is significant 
that the members of the committee de- 
clare the issues so complex that they are 
unwilling either to suggest a definite pro- 
cedure or actually to endorse the princi- 
ple. 

Just what influence the recent raise in 
automobile liability insurance rates, aver- 
aging about 16 pez cent throughout the 
country, will have on the question of com- 
pulsory automobile liability insurance is 
problematical, but it is a consideration 
which insurance executives cannot afford 
to overlook. THE SPECTATOR is, and 
always has been, unalterably opposed to 
monopolistic State insurance funds of any 
kind, yet that seems to be the horizon to- 
ward which the ship of this our business 
is drifting. The shoals of personal poli- 
tical aggrandisement lie perilously close. 
Concerted action on the part of insurance 
men will help the situation and those at 
the helm can so steer the craft that 
monopoly can be avoided. Compulsory 
automobile liability insurance is already 
with us; competitive state funds may not 
be far distant and the spectre of mon- 
opoly looms large. The danger is present 
and it is up to insurance men to band to- 
gether to meet and vanquish it. 





HE year 1927 was the best for many 

years, so far as the amount of fire 
waste in the United States and Canada is 
concerned. The record prepared by the 
Journal of Commerce shows that the fire 
loss last year was but $320,595,600, 
against $393,010,500 in 1926 and $373,- 
500,550 in 1925. On scanning the annual 
fire loss record for a series of years, it 
is necessary to go back to 1919 before a 
year is found in which the fire loss of the 
United States and Canada was less than 
that of 1927. This is very encouraging, 
and, having in mind the tremendous 
building operations of the last year or 
more, the substantial decline of over 
$70,000,000 in the fire waste last year was 
all the more remarkable, and may be at- 
tributed, in part at least, to the e:forts of 
underwriters and others in the direction 
of fire prevention. 


THE PROTECTION OF BUSINESS 
CONCERNS 
Insurance to Cover Key Men Is Growing 

The steady growth in the demand for life in- 
surance to protect business concerns from the 
effects of the death of key men therein, has 
caused a re-awakening of interest in this type 
of coverage. Many sizeable policies on the 
lives of important men in business houses have 
been taken out in the last year or two, and 
agents are realizing more and more the great 
advantages inherent in this class of protection. 
This increasing interest has led The Spectator 
Company to reprint “Business Insurance,” by 
the late Forbes Lindsay, which has been out of 
print for some time. 

“Business Insurance” is a concise description 
of the adaptation of life insurance to corpora- 
tions, business firms and individuals, and the 
book mentioned will be found very valuable by 
agents who desire to increase their business. 
The chapter titles are as follows: “What Is 
Business Insurance?; Qualifications for Selling 
Business Insurance; Business Insurance for 
Corporations, Firms and Individuals; Policy 
Forms for Business Insurance; Selling Business 
Insurance; Business Insurance and Credits. In 
addition, there is an appendix containing form 
letters for corporations and co-partnerships, 
which will be found very helpful in soliciting 
business insurance. The monetary loss which 
is likely to occur when a partner, officer or man- 
ager in a firm or corporation is removed, should 
be protected by means of life insurance, and 
the adaptability of such insurance to that pur+ 
pose well illustrates the flexibility of the system. 
Agents of life insurance companies who have 
taken up this branch of the business have 
found it exceedingly profitable, and realize that 
the field is practically inexhaustible. In the 
book “Business Insurance” will be found in- 
formation designed to aid the agent in acquir- 
ing the ability to formulate plans to meet the 
need for protection of business firms and cor- 
porations, and the principles which govern that 
class of insurance are illustrated by typical ex- 
amples drawn from actual experience. 


The price of “Business Insurance” is $1.50 per 
copy, with quantity prices as follows: 12 copies, 
$17; 25 copies, $32; 50 copies, $60; 100 copies, 
$100. 


Disposition of Public Life Policies 


Curicaoo, Iu., January 9.—Negotiations now 
are under way between the State insurance de- 
partment and three prominent life insurance 
companies of Chicago to take over the outstand- 
ing risks of the Public Life of Chicago which 
went into receivership several weeks ago. This 
was the noted Alfred Clover company. 

H. U. Bailey, director of trade and com- 
merce, proposes to have the companies take 
over the policies and accept a lien upon the re- 
serves of the company to be discharged when 
the final distribution is made. He also proposes 
to permit the policyholders to elect whether they 
will have their insurance transferred and car- 
ried to maturity or cancel the policies and enter 
claims against the estate for the reserves due. 
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AGENCY REULTS 
Majority of Large General Agents Show 
Increases 

W. A. Alexander & Co., Chicago (Penn Mu- 
tual Life).—1927, $6,332,995; 1926, $5,135,225 ; 
1925, $5,075,427; 1924, $4,484,600; 1923, $3,- 
435,375. 

Luther E. Allen, Atlanta, Ga. (Northwestern 
Mutual Life).—1927, 3,601,100; 1926, $3,535,- 
400; 1925, $3,758,625; 1924, $3,290,800; 1923, 
$3,540,050. 

Allen & Schmidt, New York (New England 
Mutual Life).—1927, $10,202,998 ; 1926, $8,724,- 
327; 1925, $7,042,459; 1924, $7,660,027; 1923, 
$3,705,208. 

Robert E. Blakesley, Boston, Mass. (Provi- 
dent Mutual).—1927, $3,810,813; 1926, $3,316,- 
391 ; 1925, $3,456,135; 1924, $2,971,884 ; 1923, $3,- 
094,652. 

H. T. Burnett, Pittsburgh, Penna. (Reliance 
Life).—1927, $11,669,437; 1926, $10,228,112, 
1925, $9,624,714; 1924, $8,873,000; 1923, $5,732,- 
000. 

H. A. Butler, Burlington, Vt. (Equitable 
Life, New York).—1927, $2,000,048; 1926, $1,- 
985,277 ; 1925, $1,792,240; 1924, $1,803,660; 1923, 
$1,498,450. 

Jay Clark, Asheville, N. C. (Guarantee Fund 
Life}.—1927, $602,000; 1926, $486,000; 1925, 
$325,500; 1924, $86,500 (from August 1). 

Ralph L. Colby, Indianapolis (Franklin Life). 
—1927, $824,000; 1926, $614,000. 

Day & Cornish, Newark, N. J. (Mutual Bene- 
fit Life).—1927, $12,747,520; 1926, $12,144,598 ; 
1925, $11,643,582; 1924, $8,737,580; 1923, $8,- 
660,400. 

George D. Dixon, Little Rock, Ark. (Mutuai 
Life Insurance Co.)—1927, $3,440,000; 1926, 
$3,738,000; 1925, $4,368,000; 1924, $3,766,000 ; 
1923, $4,257,000. 

L. D. Drewry & Co., Cincinnati, O. (Mutual 
Benefit Life).—1927, 20,742,698; 1926, $22,- 
735,357; 1925, $20,368,076, 1924, $17,112,470; 
1923, $14,589,723. 

D. W. Flickinger, Ind. (John Hancock Mu- 
tual Life).—1927, $6,113,369; 1926, $5,449,430; 
1925, $5,442,900; 1924, $5,035,435; 1923, $5,- 
008,000. 

Peter M. Fraser, New York (Connecticut 
Mutual Life. )—1927, $21,500,000 ; 1926, $18,300,- 
000; 1925, $20,000,000; 1924, $15,000,000; 1923, 
$10,000,000. 

John P. Gomph, Toledo, O. (Penn Mutual 
Life ).—1927, $1,815,981 ; also $225,000 in other 
companies; 1926, $1,291,517; 1925, $1,405,703; 
1924, $1,057,190; 1923, $849,266. 

E. L. Hall, Colorado Springs, Colo. (North- 
western Mutual Life—1927, $496,500;. 1926, 
$376,000; 1925, $300,000; 1924, $325,000; 1923, 
$285,000. 

D. Fulton Harris, Washington, D. C. (New 
England Mutual Life).—1927, $564,000; 1926, 
$728,000; 1925, $516,250; 1924, $653,500; 1923, 
$658,410. 

George L. Hunt, Hartford, Conn. (New Eng- 
land Mutual Life) —1927, 3,540,850; 1926, $3,- 
010,383; 1925, $3,030,900; 1924, $2,605,025; 
1923, $2,581,996. 

Ives & Myrick, New York (Mutual Life, 
N. Y.).—1927, $38,096,894; 1926, $34,229,597 ; 


1925, $33,490,371; 1924, $29,880,085; 1923, $32,- 
000,631. 

Charles B. Knight, New York (Union Cen- 
tral Life).—1927, 38,809,441. 

Levi Brothers, Evansville, Ind. (Guardian 
Life)—1927, $1,700,500; 1926, $1,611,000; 1925, 
$1,313,000; 1924, $880,000. 

Charles A. McCauley, Detroit, Mich. (Joha 
Hancock Mutual Life).—1927, $6,075,085 ; 1926, 
$3,701,000; 1925, $3,492,000; 1924, $4,012,555; 
1923, $3,471,570. 

L. L. McMillen, Milwaukee, Wis. (North- 
western Mutual Life).—1927, 12,171,200; 1926, 
$11,399,150; 1925, $12,457,150; 1924, $10,659,- 
850; 1923, $9,982,500. 

Moore & Summers, Boston (New England 
Mutual Life ).—1927, $11,354,192; 1926, $12,027,- 


727; 1925, $10,234,120; 1924, $9,083,632; 1923, 
$8,516,154. 

Harper Moulton, Kansas City, Mo. (Provi- 
dent Mutua! Life).—1927, $1,547,000; 1926, $1,- 
335,726; 1925, $1,126,454; 1924, $1,089,188; 1923, 
$666,000. 

E. J. Meyer, Montgomery, Ala. (Massachu- 
setts Mutual Life).—1927, $807,464; 1926, $1,- 
069,300; 1925, $822,150; 1924, $669,560; 1923, 
$849,010. 

S. J. Newton, Milwaukee, Wis. (Acacia Mu- 
tual Life).—1927, $773,000; 1926, $49,000; 1925, 
$513,000; 1924, $709,000; 1923, $1,368,000. 

H. C. Nolting, Jacksonville, Fla. (Equitable 
Life, N. Y.).—1927, $13,290,012; 1926, $17,- 
002.854; 1925, $12,495,809; 1924, $6,575,349; 
1923, $5,635,472. 








for self appraisal. 


that’s the question. 


progress. 


MAS THE 
STRENGTH OF” 
CHBRALTAR” 











Now for the Inventory 


This is a season popularly—and properly—set aside 


How to begin the New Year right, 


Here is one thought for the family man, 


who anticipates a year of success and 


If he is taken away from his dependents 
during this period will they, a year hence, 


see safety and comfort ahead? 


Tell him how The Prudential’s low 
net cost policies will assure 
their security 


The Prudential 


Insurance Company of America 
EDWARD D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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LIFE INSURANCE 








OPPOSES MUTUAL TO 
STOCK PLAN 


Edward J. McCormack Publishes 
Criticism 








DECRIES UNASSIGNABLE RIGHTS 





Memphis General Agent Discusses Trans- 
fer of Mutual Company to Stock Plan 
Edward J. McCormack, general agent in 

Memphis, Tenn., of the Minnesota Mutual Lite 
Insurance Company, has just issued a mono- 
graph in which he severely criticises plans to 
change mutual life insurance companies to a 
stock basis. Mr. McCormack became widely 
known to life insurance agents last fall as gea- 
eral chairman of the local committees in charge 
of the Memphis convention of the National As- 
sociation of Life Underwriters. His etficiency 
so impressed the delegates to the Association 
that he was a strong contender for the vice- 
presidency of the body but he withdrew on ac- 
count of his desire to be free to issue the criti- 
cism which he has just now released. 

Mr. McCormack bases his criticism on a plan 
recently evolved for such a change and attacks 
it from three angles. His most important criti- 
cism refers to the fact that, in the plan men- 
tioned, while the policyholders are given the 
right to subscribe to an amount of stock based 
upon the amount of insurance carried in the 
company, such rights were not assignable, there- 
by depriving the policyholder who is unable to 
subscribe of any possible gains in a company 
using such a plan. Mr. McCormack says: 


The accompanying | resolution states in part: 

“* * * Said prior right of subscription 
shall not be assignable. At the expiration of 
said three months the board of directors is 
authorized and directed to sell and dispose of 
any shares of the capital stock which shall not 
be paid for, within said time. Said capital 
stock shall be sold for not less than $6.25 per 
share, provided that members who exercise their 
prior right of subscription, as above provided, 
shall, as to stock so subscribed for and to that 
extent only, pay for the same at par.” 

Why should not the right of subscription be 
assignable? By virtue of his insurance policy, 
does not the insured own the accompanying 
stock right? Such rights in corporations are 
assignable, transferable and salable. 

At this point it might be asked why the 
amount and time limit was put on the stock 
rights of policyholders and why the board of 
directors were authorized to sell the remainder 
to other than policyholders without amount per 
buyer restriction. Is the answer not obvious? 

The proxy form used in this plan also comes 


) in for considerable comment of a caustic nature: 


Not only was the proposed amendment pre- 
sented in its most favorable light, but in addi- 
tion thereto, the proxy as sent to the policy- 
holder ‘ ‘specially authorized said attorneys (all 
directors of the company) to vote in favor of 
the resolutions accompanying the notice of such 
meeting, and for or against any modification 
thereof that may be offered.” 


LIFE COMPANY RESULTS 
Comparatively Small Gains Over 1926 
Shown in 1927 Figures 

Acacia Mutual Life, Washington, D. C_—Gain 
in insurance in force in 1927, $37,900,000 (26 
per cent); insurance in force December 31, 
1927, over $264,000,000; new paid-for business 
in 1927, $55,000,000. 

Connecticut General Life, Hartford, Conn.— 
New paid-for business in 1927, $222,043,435; 
1926, $232,242,985; insurance in force Decem- 
ber 31, 1927, $940,725,117; 1926, $849,803,817. 

Continental American Life, Wilmington, Del. 
—New paid-for business in 1927, $15,146,182; 
insurance in force December 31, 1927, $78,602,- 
759; assets, $10,000,979; surplus to policy- 
holders, $1,764,720; total income in 1927, $2,- 
554,471; total disbursements, $1,339,772. 

Fidelity Mutual Life, Philadelphia—New 
paid-for business in 1927, $53,793,345; 1926, 
$53,041,352; insurance in force, December 31, 
1927, $366,286,022; 1926, $343,055,376. 

Illinois Life, Chicago, Ill—Insurance in 
force December 31, 1927, over $176,000,000; 
assets, over $36,750,000; capital, surplus and 
special funds, $9,250,000; total income in 1927, 
over $6,500,000; payments to policyholders and 
beneficiaries, over $2,125,000. 

Lafayette Life, Lafayette, Ind—New paid- 
for business in 1927, $4,750,000; 1926, $3,619,- 
882; insurance in force December 31, 1927, $25,- 
250,000, an increase of $2,350,000. 

Missouri State Life, St. Louis, Mo—New 
business paid for in 1927, $204,763,512; 1926, 
$179,542,911; insurance in force, December 31, 
1927, $757,369,613; 1926, $670,919,561. 

Morris Plan, New York.—New business paid 
for in 1927, $30,803,350; insurance in force 
December 31, 1927, $28,200,000; assets, $974,- 
826; surplus to policyholders, $657,803 ; total in- 
come in 1927, $715,089; total disbursements, 
$544,239. 

Northwestern National Life, Minneapolis, 
Minn.—New paid-for business in 1927, $51,190,- 
685; 1926, $44,587,709; insurance in force, 
December 31, 1927, $257,825,730; 1926, $234,- 
576,697. 

Penn Mutual Life, Philadelphia, Penna.— 
New paid-for business in 1927, $215,842,049; 
1926, $215,174,510; insurance in force Decem- 
ber 31, 1927; $1,690,584,711; 1926, $1,584,288,- 
506. 

Peoria Life, Peoria, I!l1—New paid-for busi- 
ness in 1927, $35,248,483; 1926, $35,112,014; in- 
surance in force, December 31, 1927, $149,139,- 
485; 1926, $132,051,158. 

Provident Mutual Life, Philadelphia, Penna. 
—New business paid for in 1927, $113,709,000; 
1926, $105,484,000; insurance in force Decem- 
ber 31, 1927, $858,428,000; 1926, $806,888,000. 

Reliance Life, Pittsburgh, Penna.—New busi- 
ness paid for in 1927, $64,588,101; 1926, $71,- 
742,833; insurance in force December 31, 1927, 
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MUTUAL BENEFIT 
PROMOTIONS 





Four New Vice-Presidents Named by 
Newark Company 





ALL NEW OFFICERS WELL KNOWN 





Oliver Thurman, John S. Thompson, David 
Kay, Jr., and Herman Hornfeck Are 
Recipients of Honor 

At their meeting on December 28 the board 
of directors of the Mutual Benefit Life Insur- 
ance Company made a number of changes in 
the official personnel of the company. 

Herman A. Hornfeck, formerly treasurer, 
was elected a director and vice-president, in 
succession to the late director and vice-presi- 
dent, Samuel W. Baldwin. Additional vice- 
presidents were designated as follows: David 
Kay, Jr., vice-president and counsel; John S. 
Thompson, vice-president and mathematician; 
Oliver Thurman, vice-president and superintend- 
ent of agencies. 

Milo W. Wilder, Jr., 
treasurer, was elected treasurer, 
Hornfeck’s vacated post. 

Harry H. Allen, formerly assistant secretary, 
was chosen secretary of the company, to suc- 
ceed J. William Johnson, retired. 

Robert C. Thomson, formerly assistant comp- 
troller, was appointed an assistant treasurer. 

John T. Van Doren was appointed cashier. 


formerly assistant 
to fill My. 








$380,582,793 ; 1926, $356,128,608. 

Union Central Life, Cincinnati, O—New 
business paid for in 1927, $190,320,025; increase 
$3,500,000. 

Great Southern Life, Houston, Tex.—New 
business aid for in 1927, $36,111,101; 1926, $43,- 
770,940; insurance in force, December 31, 1927, 
$173,882,223 ; 1926, $162,828,433. 

Southland Life, Dallas, Tex.—New business 
paid for in 1927, $24,813,594; 1926, $27,295,584; 
insurance in force, December 31, 1927, $120,- 
440,963; 1926, $112,826,322. 

Citizens Life, New Orleans, La.—New busi- 
ness paid for in 1927 (Industrial), $783,762; ‘n- 
surance in force, January 1, 1928, $1,256,670; 
assets, $111,512; surplus to policyholders, $33,- 
338; total income in 1927, $106,600. 

Guardian Life, Madison, Wis.—New business 
paid for in 1927, $6,718,032; insurance in force, 
January 1, 1928, $38,122,277; assets, $4,807,- 
856; surplus to policyholders, $482,734; total 
income in 1927, $1,438,462. 

Pioneer Life, Greenville, S. C—New paid- 
for business in 1927, ordinary, $2,112,200; group, 
$3,007,000; insurance in force, January 1, 1928, 
ordinary, $4,247,011, group, $3,260,400; assets, 
$236,824; surplus to policyholders, $117,381; 
total: income in 1927, $205,697; total disburse- 
ments, $142,226. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





The Bulletin 


MONDAY MORNING! 


For over 35 years, Monday has been Bul- 
letin Day among Nylic Agents every- 
where, the mailing of the Bulletin being 
timed to reach every agent from Maine 
to California, from Canada to the Gulf 


of Mexico, on Monday morning. 


A punctual start for the week means so 

. much! A fresh, constructive idea, or an 
old one in a new dress, helps to begin 
Monday's work promptly, and to carry on 
through another six-days with energy and 
enthusiasm. 


I Every Monday morning Nylic Home Of- 

fice renews its contact with the agent 
through the Bulletin, which carries some 
helpful message derived from practical 
experience, forcefully and attractively ex- 
pressed: 


A Word of Inspiration. 
A Plan of Systematic Work. 
A Sound Life Insurance Thought. 








A Story of Life Insurance Service. 
An Effective, Usable Sales Suggestion. 
A Record of Some Fellow - Agent's 


Success. 


The cumulative effect of these weekly 

g Messages from Nylic Officers, who “talk 
the same language” as the agent, is stimu- 
lating to the individual and to the collec- 
tive body of agents. 


The Bulletin has become an institution. 
Life-insurance-wise it is, for Nylic men, 
what his daily paper is to the business 
man: he “couldn't begin the day right 
without it.” 





“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 


NEW YORK LIFE INSURANCE 
COMPANY 
346 Broadway, New York 
Darwin P. Kingsley, President 











































































Reliance Life Has Big Year 
(Concluded from page 3) 
of John A. Carroll, Chicago banker, whose hold- 
ings in the Reliance now constitute the largest 
amount of insurance ever issued by a single 

company on an individual life. 

The past year witnessed the introduction of 
many features of service, in which a decided 
trend towards liberalization may be noted. Im- 
provements in office practice and increased sales 
facilities, placed at the disposal of the Reliance 
agency organization, were productive of notice- 
able results. The various sales contests proved 
excellent incentives to the agency organization 
in its efforts to increase production. In addi- 
tion to the traditional yearly events such as 
the Policyholders Campaign, Caritas Cup Race, 
Gold Watch Contest, Leadership Contest and 
the Perfect Protection Club Contests, were the 
H. G. Scott Souvenir contest, the Intra-Depart- 
mental Cup Contest and other contests in which 
valuable prizes in money and merchandise were 
awarded. As a testimonial to Vice-President 
McCormack, one hundred and eighty-eight un- 
derwriters, in a single week, ending November 
30, each produced $10,000, or more, of written 
life insurance. Such contests were very stimu- 
lating and afforded Reliance agents many fine 
opportunities for earning high honors and 
greater commissions and rewards. 

Of value to the company’s representatives in 
meeting forces of competition were the new 
life insurance policies placed in issue by the 
Reliance under the 25 and 30 payment life plans 
and also the deductible disability accident and 
health policy. Agents also found helpful the 
reintroduction of the accident and health claim 
folder as a means of facilitating the sale of the 
famous Reliance Perfect Protection. By means 
of a new advertising plan, the field forces of 
the Reliance were supplied in 1927 with the in- 
troductory advantage of a lead service, local 
newspaper advertising facilities, and improved 
direct mail media. All of the above were sup- 
plemented by suggestions for their use along the 
most practical, efficient and systematic lines. 

Consistent with a more liberal attitude tow- 
ard its underwriters, the Reliance Life elimi- 
nated, in 1927, the accident and health require- 
ments in its contests and contracts, thus mak- 
ing qualification for prizes and bonuses easier. 
The qualification of many members of the Per- 
fect Protection Clubs in 1927 would not have 
been possible but for the elimination of this re- 
striction. Another concession granted both 
agents and policyholders was the extension, sub- 
ject to the discretion of the home office, from 
age 60 to 65 as the age at which Reliance acci- 
dent policies might be continued in force. 

Further liberal tendencies are noted in re- 
spect to the making of mortgage loan agree- 
ments, and in the reduction of the rates on non- 
participating policies; the total and permanent 
disability clause, under the company’s life poli- 
cies, was so liberalized as to pay benefits from 
the commencement of: disability after such had 
continued for 90 days. 

Other indications of liberality in the Reliance 
Life’s policy during 1927 are to be found in the 
improvement of the options at maturity privi- 
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leges for continuous incomes; elimination from 
Reliance Life policies of all reference to inter- 
est charged during the grace period; rearrange- 
ment of the rate book to facilitate reference by 
the underwriter and extension of the time for 
payment of accident and health insurance with- 
out penalty on business written prior to the 
modification of rates. 

The high order of home office service to the 
agency organization which constitutes such an 
important item in the Reliance Life’s program, 
was maintained throughout the year and sim- 
plification of practice instituted in handling ap- 
plications brought about a ten per cent daily 
increase in policy issue capacity. Coincident 
improvement in rapidity of service to insured 
and underwriter alike resulted. 

Through the maintenance of city-county lists 
in the thirty-five branch offices of the Reliance 
Life, by which the company’s underwriters 
might know on short notice the exact amount 
of business and the names of company policy- 
holders in any city or county of any State in 
which the company operates, agents newly iden- 
tified with the Reliance were immeasurably bene- 
fited. In addition, a new system of production 
records was put into operation in the branch 
offices by which the company’s underwriters 
might quickly learn the precise amount of their 
personal life, accident and health insurance pro- 
duction and the total amount of paid claims on 
their business over any period. 

With 1927 results placing the Reliance Life 
Insurance Company in a more strongly fortified 
position than ever before, the company expects, 
and with justification, to eclipse even the past 
fine year in 1928. The Silver Anniversary 
campaign is now in full swing. 





WESTERN UNION CONTROL SOLD 
President R. L. Rutter Disposes of Hold- 
ings to Chicago Banker 

Stock control of the Western Union Life In- 
surance Company of Spokane, Wash., has been 
sold by President R. L. Rutter to unnamed 
purchasers. Chicago bankers are said to have 
taken a part in the transaction. The control 
held by President Rutter is said to have been 
disposed of for $1375 per share, less an $8 divi- 
dend payable January 3. This brings the price 
to $1367 net per share. Mr. Rutter, in addition 
to his presidency of the Western Union Life, 
is also president of the Spokane & Eastern 
Trust Company with which he has long been 
connected. 

It is declared that President Rutter did not 
relinquish his interests in the company until he 
had exacted an obligation from the purchaser 
that stock of other policyholders would be taken 
as offered at the same price which he himself 
received, namely, $1367 per share. Also, Mr. 
Rutter satisfied himself that the interests of 
stockholders, policyholders and office employees 
would be properly safeguarded. 

The Western Union Life began operations :n 
1906 with $200,000 capital and the degree of its 
management may be seen from the fact that, as 
of December 31, 1926, it had unassigned funds 
and capital of $1,133,242 and received premiums 
of $2,098,121 in that year. 
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CHARLES B. ROBBINS MADE ASSIST-= 
ANT SECRETARY OF WAR 
President of Cedar Rapids Life Granted 
Leave of Absence by Company 

Members of the insurance fraternity through- 
out the country will be interested in the news 
that Colonel C. B. Robbins, president of the 
Cedar Rapids Life Insurance Company, of 
Cedar Rapids, Iowa, has been appointed by 
President Coolidge to succeed Colonel Hanford 
MacNider as Assistant Secretary of War, 
Colonel MacNider having tendered his resig- 
nation to that office. 

Colonel Robbins was born November 6, 1877, 
near Hastings, Iowa. He was educated in the 
country schools of that neighborhood; in a pri- 
vate boys’ school at Hempstead, Long Island, 
and later graduated from the University of 
Nebraska in 1898. He had military training 
under John J. Pershing in the University of 
Nebraska, and when the Spanish-American 
War broke out, he enlisted in the First Ne- 
braska Regiment of National Guards. He 
served with distinction in the Spanish-American 
War and was severely wounded July 7, 1898, in 
the Battle of Marilas, receiving, in 1899, a cita- 
tion for gallantry in action in that connection. 

In 1914 he was made president of the Cedar 
Rapids Life Insurance Company, and has de- 
voted his time to the affairs of the company 
since that time. 

Colonel Robbins served in the World War 
and was ordered to France in August, 1918, 
serving with the 69th Infantry Brigade, of 
which he became adjutant. He was mustered 
out of the service in 1919. 

The appointment of Colonel Robbins to the 
important post of Assistant Secretary of War 
will bring about no change in the management 
of the Cedar Rapids Life Insurance Company. 
The board of directors has granted him a leave 
of absence for the period, which he will devote 
to the duties of the Assistant Secretary of War. 


Manhattan Life Appoints Agency 
Supervisor 

The Manhattan Life Insurance Company 
announces the appointment of George Edward 
Morgan as agency supervisor. 

Mr. Morgan is a young man of wide experi- 
ence. He did his bit in the World War, being 
connected with General Headquarters while in 
France. On his return, he started his life in- 
surance career with the Equitable Life Assur- 
He was a 
large producer during the four years with the 
Equitable. He then went to the tna, joining 
the Hart & Eubank Agency and being connected 
with the Forty-Second street branch as agency 
supervisor. He held that position until recently, 
when he was transferred to the R. H. Keffer 
Agency of the AZtna Life at 100 William street, 
New York city. 


Successful Year for Reserve Loan Life 
Insurance Company 

The Reserve Loan Life Insurance Company, 

of Indianapolis, Ind., has enjoyed one of the 

most successful years of its history. The com- 
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pany now boasts $82,536,888 of insurance in 
force. This figure is the result of a gain 
made during 1927 of $9,217,377. 

The company is successfully operating in 
thirty-one States and is known everywhere it 
operates as the 24-hour company. The Re- 
serve Loan has a record of settling all claims 
within twenty-four hours after receipt of 
proofs. 

Entering 1928 with the same officers at the 
head of the company that organized it in 1897, 
a prosperous year is looked forward to. 


Continental American Life of Wilmington 
Makes Substantial Gains 

The year 1927 was one of progress for the 
Continental American Life Insurance Company, 
of Wilmington, Del., as is shown by its twen- 
tieth annual statement. Its assets, $10,000,979, 
on January 1, 1928, represent 121 per cent of 
liabilities, the latter beifg $8,236,259, or only 
82 per cent of assets. The excess of resources 
over liabilities, $1,764,720, includes $652,350 of 
capital and $1,112,370 of surplus. The com- 
pany specializes in the writing of policies for 
larger amounts than the average, 83 per cent 
of its policies written in 1927 having been for 
$5000, or more, and the new insurance written 
having amounted to $15,146,182. The company 
closed the year with $78,602,759 of insurance 
in force, this amount representing an increase 
of 11 per cent during the year. The Continental 
American, under the leadership of President 
Philip Burnet, steadily and consistently gains 
in strength and usefulness year after year. It 
is manifest from the company’s latest statement 
that it occupies a very strong position finan- 
cially, and that it is constantly adding to its 
prestige. A comparison of 1927 figures with 
those for 1917 shows that the assets have been 
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A small weil-established eastern Life 
Insurance Company would like to secure 
the services of a young or middle-aged 
man who has had experience in the Home 
Office of a life insurance company. 
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practically multiplied by four, the new business 
written multiplied by five and the insurance 
in force is more than four times greater now 
than in the earlier year. 





CAN YOU write Health and Accident 
Insurance? 


Do you want Large immediate earn- 
ings plus liberal renewals on your 
business? 


If so—We want you with us right now 
as a District or General Agent: 


Best protection to policyholders, low 
premiums, wide coverage, unexcelled 
service to all. 


Write 


Superintendent of Agencies 


INCOME GUARANTY COMPANY 
South Bend, Indiana 
Drawer 422 








The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- 
sachusetts Mutual has been building up 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no better 
company to buy from and none better to 
represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 
of Insurance in Force 
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EQUITABLE TRUST COMPANY HAS 
STRONG UNDERWRITERS’ AD- 
VISORY COUNCIL 
Bank Making Active Efforts to Aid Life 
Agents—Will Give Series of Insurance 
Trust Lectures 

The Equitable Trust Company of New York 
is making active and helpful efforts to have life 
insurance agents in its territory thoroughly un- 
derstand insurance trusts. In connection with 
this work, the bank has a strong underwriters’ 
advisory council composed of Graham C. Wells, 
chairman, and the following members: Dr. 
Charles Albright, William F. Atkinson, Louis 
Bloom, W. R. Collins, Harry F. Gray, Ben 
Hyde, R. H. Keffer, Charles B. Knight, John 
C. McNamara, Jr., Harry E. Morrow, Law- 
rence Priddy, Leon Gilbert Simon, H. L. Tay- 
lor and Edward M. McMahon, insurance trust 
officer of the bank, as secretary ex-officio. 

A series of lectures on insurance trusts, deliv- 
ered for the benefit of life underwriters, com- 
menced on January 5 in the Federal Reserve 
Auditorium, New York city, with a talk on 
“The Life Insurance Trust as a mode or option 
of settlement.” The speaker was Joseph N. 
Babcock, vice-president of the Equitable Trust 
Company. Other topics, with the names of the 
speakers, will be announced soon. 

The recent contest for a name for the bulletin 
published by the Equitable Trust Company for 
the education of life insurance policyholders 
and agents along insurance trust lines, was won 
by W. E. Barton of New York. The winning 
name, “The Conservator,” has been adopted and 
a second caption is added reading as follows: 
“Issued by the Equitable Trust Company of 
New York in the Interests of Beneficiaries of 
Life Insurance.” 


Associated Life Insurance Company 

Subsequent to the recent conversion of the 
Associated Insurance Company of California, 
of California, an assessment association, to a 
legal reserve life insurance company called the 
Associated Life Insurance Company of Califor- 
nia, the company moved its offices to 714 South 
Hill street, Los Angeles. It has a capital of 
$250,000 and a surplus in excess of $50,000. It 
will enter several Pacific Coast States in addi- 
tion to California and Nevada where it is 
already doing an excellent business. 

A. Silvers, president of the company, has 
had a wide experience in the life insurance field. 
He was active in the organization of the Amer- 
ican National, of Galveston, and was its first 
superintendent of agencies. He subsequently 
became manager for the Texas Life, of Waco, 
and later became agency supervisor of the Occi- 
dental Life, of Los Angeles. Still later he be- 
came California State manager for the Secur- 
ity Life, of Chicago. 

The board of directors of the company is 
composed of business men of Los Angeles and 


San Francisco, all of high standing, financially 


and otherwise. 


~The Midland National Life, of Watertown, S. D., 
has gotten out a serviceable wall calendar for 1928. 


M. A. Linton Answers Magazine of 
Wall Street Article 


HE life insurance business seems destined 

to be the target of well-intentioned, 

semi-technical publicists who every now 
and then think they have uncovered something 
that needs proclaiming from the housetops. 
The most recent of such proclamations occurs 
in an article published in the early part of 
December in the Magazine of Wall Street. It 
is a lengthy article and covers a good deal of 
ground; most of it with reasonable fairness and 
insight. Unfortunately the author falls into a 
trap when he deals with the subject that ap- 
parently caused him to write the article. 

That subject is the expense of conducting the 
life insurance business. The author believes 
that in spite of the increased growth of life in- 
surance in recent years, these years have wit- 
nessed an increase in the expense rates of the 
companies. This belief leads to assertions in the 
opening paragraphs that may be epitomized as 
follows: “Although the net cost of life insur- 
ance has apparently decreased in recent years, 
the fact of the matter is that the trend of real 
costs is upward, not downward.” Then foi- 
lows a discussion of aggregate expense rates 
for twenty years, expressed as a percentage of 
total insurance in force. These rates have shown 
an increase in the last ten years. Hence he 
concludes that the real cost of life insurance is 
on the increase and that policyholders are con- 
sequently paying excess costs. 

Unfortunately, in the life insurance business 
things are not always what they seem. In order 
to make the actual situation more clear, let us 
take an illustrative example. Suppose a life 
insurance company at the beginning of 1928 
has one billion of life insurance in force. We 
shall assume a production program as follows: 
In 1928—150 millions, 1929—165 millions, and so 
on, increasing 10 per cent each year for fifteen 
years. We shall also assume termination rates 
that yield a yearly increase in insurance in 
force that approximates aggregate company 
experience. 

For the important items of expenses we shall 
assume a gradually decreasing scale as shown 
in the tabulation below. The expense rate has 
been subdivided, as it should be, into a new 
business expense rate and an old business ex- 
pense rate—the latter being assumed to be one- 
tenth of the former, as in the compilation by 
the Connecticut Insurance Department. 


ASSUMED EXPENSES PER THOUSAND OF 
INSURANCE 


New Old 
Business Business 
5.00 

24.90 2.49 
24.80 2.48 
24.70 2.47 
24.60 2.46 
24.50 2.45 
24.40 2.44 
24.30 2.43 
24.20 2 42 
24.10 2.41 
24.00 2.40 
23.90 2.39 
23.80 2.38 
23.70 2.37 
23.60 2.36 








The vice-president and actuary of the 
Provident Mutual Life Insurance Com- 
pany, of Philadelphia, has prepared the 
accompanying article in answer to a re- 
cent article in the Magazine of Wall 
Street. Mr. Linton entitles his article 
“Another Fallacy Exposed” and therein 
points out how easy it is for a non- 
technical writer to misinterpret the signif- 
icance of life insurance statistics, the true 
meaning of which is quite apparent to an 
actuary or well-trained life insurance 
man.—THE Eprror. 











Although we may agree that the decrease in 
these rates is not phenomenally rapid, I take 
it that no one will have the temerity to suggest 
that they do not decrease. Our illustrative com- 
pany is therefore going to be more and more 
economically managed each year. 

Now let us see what the aggregate expense 
rate—the total expenses per thousand of total 
insurance in force—will look like during the 
next fifteen years. We shall not weary you 
with the calculations, simply give the results. 
They are as follows: 


AGGREGATE EXPENSES PER THOUSAND OF 
INSURANCE IN FORCE 


Year Amount Year Amount 
We éedscdcaerwas $5.98 ERs i das cuaesaen $6.26 
SRC Gacdecchewane 6.02 Won eidtndiedasoas 6.27 
(Ce eee ie 6.07 1 fs ne 6.27 
BGG cic wevccdcnsue 6.12 EP rs 6.26 
WG eatevcddveveae 6.16 BGG kd bacdewevewde 6.25 
i Se eee 6.20 1 Pee eer 6.24 
RENE occa cidmueda 6.23 WP asiebecciaeke 6.22 
DORs ia FO rasiad ded a 6.25 


No, there has been no mistake in the calcula- 
tions. This series of increases for ten years 
is nothing but the effect of the increasing new 
business which costs relatively so much more 
than renewed business. It will take ten years 
for the decreasing expense rates to finally halt 
the increase in the aggregate rate. And during 
the entire period it is a fact that the company 
will have been operating at a steadily decreasing 
rate of expense when measured by correct 
standards. 

We may mention in passing that this paradox 
is a close relative of similar ones having to do 
with apparent rates of termination or the ap- 
parent relation of current premium receipts io 
current payments to policyholders. Along the 
pathway leading to truth about these subjects 
are pitfalls into which the untrained and the 
unwary are continually falling. Even those who 
are trained and on their guard have to take 
especial care when they are interpreting the 
meaning of percentages based upon aggregate 
data that are not homogeneous. 

A few words in conclusion. Our critic refers 
to that part of the Connecticut insurance report 
which tabulates new business and old business 
expense rates, on the assumption that the former 
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cAn Opportunity Worth I nvestigating 


OUNG men who have had some business experience (but not in the 

Y life insurance field), who see no prospect of advancement in the positions 

they now hold, will do well to consider the brilliant and remunerative 

future offered by The Equitable Life Assurance Society of the United States 
to men of integrity, intelligence, and industry. 


The salesman’s success depends on the value and popularity of what he 
has to offer. 


Such men can make a good living while obtaining, without expense, the 
thorough training offered by The Equitable. Note the following examples of 
the needs of the public throughout the United States, and what the Equitable 
furnishes to supply these needs: 


1. Millions of our citizens have made no pro- 7. Business risks can be provided against by 
vision for the support of their families. A means of Equitable insurance. The success 
variety of policies which provide this support of every business concern is based on credit. 
is offered by the Equitable at a moderate Life insurance strengthens the organization 
charge. and extends its credit. 


2. Invested capital often shrinks in value. An 


Equitable policy compensates for this shrink- 8. Speculation is dangerous, but speculative in- 


vestments can be safeguarded by means of 


age. arr 
3. A mortgage on a home is a burden fraught life insurance. 
with danger. A Mortgage Policy eliminates 9. Self-supporting women seldom are able to 
this peril. provide without assistance for the future. 
4. Children often are taken from school and lose By means of life insurance such a woman's 
a college education if the father dies pre- annual savings will provide, later on, an 
maturely. The Equitable issues an Educa- adequate income for her support during her 
tional Policy providing money for education declining years. 
whether the father lives or dies. 10. The estate of a wealthy man is reduced by 
5. An aged parent dependent on a son for support Inheritance Taxes and the expense of settling 
may be destitute in the event of the son's the estate unless these expenses are provided 
death. This — is eliminated at a very for by means of life insurance. 
moderate cost under a special policy issued by . : 
The Equitable. 11. The most economical way of accumulating 


a sinking fund or liquidating a future obliga- 


6. A man who wishes to leave money to a tion is by means of life insurance. 


hospital, college, or charitable organization 
without encroaching upon the estate which 12. All salaried men and others whose income 

he wishes to leave to his heirs can accomplish will be cut off when they die are in need of 

this by means of an Equitable Policy. life insurance. 

There is no dull season in the life insurance business. What it has to 
offer never gets out of fashion. There is never any shortage in the supply of 
life insurance to meet the demand, however active that demand may be. The 
demand for insurance extends all over the United States, and the Equitable 
has openings for insurance salesmen in every locality. The Equitable has a 
high reputation. Its strength, efficiency, liberality, and promptness are 
familiar truths. Nothing succeeds like success, and the Equitable’s success 
enhances the prosperity of those who represent it in the field. In the life 
insurance business there is abundant room at the top; consequently many 
aggressive insurance salesmen have built up substantial fortunes. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


W. A. DAY, Chairman of the Board 
THOMAS I. PARKINSON, President 


393 Seventh Avenue . . . New York 




















Janu 


— 


rate | 
look 
taken 
busin 
that ¢ 
exper 
than 
avera 
cedin; 
the | 
chara 
light 
allow 
In 
idea t 
presel 
creast 
wish 
trying 
end. 
to be 
when 
is int 
than - 


Speci 


To 
first 1 
tee oO 
Burea 
been 
co-opt 
panies 
reque: 
been | 
the C 
pany, 
year. 
so mi 
decide 
thorot 
by the 
panies 
on th 
suranc 

The 
of M. 
tual L 
W. Jz 
cies, | 
vice-p 
cently 
be the 
vertisi 
ket re 
agenci 
membi 
men \ 
appeal 
metho 
tion s 
asked 
shoulc 
detern 
on thi 
heard 
decide 
to stu 
broug! 





sday 








January 12, 1928 


THE SPECTATOR 





Life Insurance 








rate is ten times the latter. Why he did not 
look a little deeper is a mystery. If he had 
taken the data for the ordinary companies doing 
business in Connecticut, he would have found 
that during the last five years the new business 
expense rate had averaged $1.32 a thousand less 
than for the preceding five years, which in turn 
averaged $1.79 less than for the five years pre- 
ceding that. These facts, in conjunction with 
the large increase in new business that has 
characterized the last decade, throw a lot of 
light upon the validity of his deductions. We 
allow the reader to draw his own conclusions. 

In so doing, however, please do not get the 
idea that insurance executives are satisfied with 
present expense rates or with the moderate de- 
creases that have been effected. They sincerely 
wish to see the rates go down faster and are 
trying to find safe ways of accomplishing that 
end. However, being human, they are perhaps 
to be excused if they seek to defend themselves 
when such progress as they actually have made 
is interpreted to the world as something worse 
than failure to have made any progress at all. 


Special Advertising Committee of Sales 
Research Bureau Meets 

To make haste slowly was the decision of the 
first meeting of the special advertising commit- 
tee of the Life Insurance Sales Researcn 
Bureau. Since November, 1926, the Bureau has 
been investigating the possibilities of national 
co-operative advertising by life insurance com- 
panies. The investigation was undertaken at the 
request of the Bureau members after it had 
been suggested by Philip Burnet, president of 
the Continental American Life Insurance Com- 
pany, at the Bureau’s annual meeting in that 
year. The problem is so large and there are 
sO many arguments on each side, that it was 
decided to raise a special fund to study it 
thoroughly. This fund was recently completed 
by the voluntary contributions of twenty eom- 
panies. The viewpoints of these companies differ 
on the question of advertising for the life in- 
surance business. 

The Bureau’s advertising committee consists 
of M. A. Linton, vice-president, Provident Mu- 
tual Life Insurance Company, its chairman; W. 
W. Jaeger, vice-president and director of agen- 
cies, Bankers Life of Iowa; and K. A. Luther, 
vice-president, A=tna Life. This committee rz- 
cently met in New York to consider what might 
be the next steps in the study of national ad- 
vertising. A large number of men from mar- 
ket research organizations and from advertising 
agencies had previously presented their ideas to 
members of the Bureau staff. Five of these 
men with different viewpoints were selected to 
appear before the committee to outline the 
methods by which they consider the investiga- 
tion should be carried on. These men were 
asked to outline what should be done, not who 
should do it. After a plan of investigation is 
determined upon, then the organization to carry 
on the study will be chosen. The committee 


heard the five viewpoints but after discussion it 
decided not to adopt any one of them now but 
to study further a number of points which were 
brought up. 


UNION CENTRAL’S RECORD 
Cincinnati Company Has Two of Country’s 
Leading General Agencies 

Piling up paid-for business in an unprece- 
dented manner, the agency force of the Union 
Central Life turned in a record breaking total 
of $20,463,365 for the month of December. 

Not only does this total exceed’ the best previ- 
ous month, March, 1920, by almost two million 
dollars but it enabled 1927 to close as the most 
productive year in Union Central history with 
a total of $190,320,025 paid-for business, ex- 
clusive of revivals and additions. This achieve- 
ment exceeds that of the best previous year, 
1926, by approximately three and one-half mil- 
lion dollars. When increased by revivals and 
additions the year’s production is expected to 
total approximately $195,000,000. 

This increase was not contributed by any 
particular type of agency or section of the 
country. Agencies in practically every State 
showed an advance over 1926, and in many cases 
the most marked increases were made in re- 
gions where general business conditions would 
indicate a lessened production. 

The Charles B. Knight agencies for the Union 
Central in New York city and adjacent terri- 
tories headed the list. Their total paid-for busi- 
ness for the year was $38,809,441. Second was 
the Chicago agency managed by Darby A. Day. 
Mr. Day, completing his tenth month as a Union 
Central manager, again warranted his reputa- 
tion as an agency builder by breaking two 
records. 

The December sales for the Chicago Agency 
were $2,507,570, which brought the year to a 
close with a total of $15,023,084, an increase 
of almost six million dollars over the 1926 pro- 
duction. 


Will Your Widow Be ——? 


It will start a train of thought in a policy- 
holder’s mind which will lead almost inevitably 
to the continuance in force of his life insurance, 
when he receives with his premium notice, and 
scans, the new leaflet headed, “Will Your 
Widow Be ?” This strong argument against 
lapsation carries at the top of the first page the 
words “Will Your Widow Be ——?” and shows 
below four sketches, the inscriptions under which 
complete the inquiry, namely: “The customer 
or the clerk?” “the dress-buyer or the dress- 
maker?” “the guest or the waitress?” “the 
manicured or the manicurist?” 

Across the inside pages of this leaflet is a 
brief message to the policyholder reminding 
him that when he bought his life insurance he 
decided that his widow was not going to become 
the clerk, the dress-maker, the waitress, or the 
manicurist. It assumes that he has not changed 
his mind, and that he desires to continue his 
insurance in force, the leaflet being sent as a 
memory-jog of a premium due. This lapse pre- 
venting leaflet may be obtained from its pub- 
lishers, The Spectator Company, at the follow- 
ing prices: Sample copy, 10 cents; 50 copies, 
$2.75; 100 copies, $5; 500 copies, $20; 1000 
copies, $35; 5000 copies, $140, and 10,000 copies, 





- $265. 
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PERFECT RENEWAL RECORD 
W. H. Andrews, Jr., Honored by Jefferson 
Standard Life 

William H. Andrews, Jr., of Greensboro, N. 
C., has won the presidency of the “1928 Julian 
Price Club” of the Jefferson Standard Life In- 
surance Company. He merited this honor by 
having a record of one hundred per cent renewal 
on all policies placed by him and coming up 
for second year premium in 1927. In addition 
to this splendid record of perfect renewals on 
a $538,100 volume, Mr. Andrews sold during 
1927 the largest volume of new business in his 
personal history. 

Mr. Andrews signed a contract with the 
Jefferson Standard in 1920 on the same day he 
was graduated from the University of North 
Carolina and has spent all of his business life 
with that company. Every year since that date, 
his production has increased. Through the com- 
bination of large production and excellent re- 
newals he has finally won out over 976 other 
Jefferson Standard agents in competition for 
the Price Club presidency. 

Mr. Andrews is well known in North Caro- 
lina life insurance circles. He served as secre- 
tary-treasurer of the Greensboro Association 
of Life Underwriters in 1924-5 and was presi- 
dent of the Association in 1926. 


T. W. Callihan Wins Promotion 

Boston, Mass., January 9.—The scope of the 
educational department of the John Hancock 
Mutual Life, has been so decidedly broadened 
during the past year or more that a name that 
would more truly designate this wider field 
was adopted about a month ago, and the de- 
partment is accordingly now known as Sales 
Research Department. Tressler W. Callihan, 
who has been appointed assistant to the first 
vice-president, and whose work as head of the 
educational department has resulted in opening 
up many different but related types of service 
which the company will be able to furnish its 
agents, has been given the title of manager. The 
educational work, while but a small part of all 
this, will be continued. 


Death of J. H. Nitchie 

Joseph Howard Nitchie, a charter member 
of both the Actuarial Society of America and 
of the American Institute of Actuaries, died at 
his home in Evanston, Ill, recently. 
ing Public. 

He was born in Brooklyn, N. Y., on March 
18, 1851, and educated at the Brooklyn Poly- 
technic Institute, Columbia College, and Wil- 
liams College from which he graduated with 
the class of 1870. 


Trust Company Co-operation 

Under the auspices of the Life Trust Round 
Table, an address was delivered Tuesday at 
Philadelphia, by John A. Reynolds, assistant 
vice-president of the Union Trust Company, of 
Detroit, Mich., upon the subject of Practical 
Co-operation Between Trust Companies and 
Life Underwriters and Its Value to the Insur- 
ing Public. 
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“Grow With Us” 


We also have some available territory open 
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FIRE INSURANCE 





LLOYD’S INSURERS IN 
TROUBLE 





Chicago Concern’s Affairs in Muddled 
Condition 





$50,000 OF ASSETS MISSING 





Examiners Find Records Mutilated—Un- 
able to Ascertain Amount of Losses 

Cuicaco, Itt., January 10.—Another Lloyd’s 
organized under those notoriously lax laws of 
Illinois, which now have been repealed, has 
sought the aid and assistance of the State Insur- 
ance Department in untangling its muddled busi- 
ness affairs. However, the $50,000 assets which 
the association was thought to have owned can 
not be found. . It is Lloyd’s insurers of which 
the American Lloyd’s, Limited, is the attorney- 
in-fact. 

A hearing was held here last week by H. U. 
Bailey, director of trade and commerce, in an 
effort to find the missing assets, but Charles G. 
Palmer, president of the American Lloyd’s Lim- 
ited asserted that the assets were the personal 
property of himself and wife. 

Two examinations of the company were held 
in 1927, the first in April at which the State 
found notes receivable, given by the under- 
writers, totaling $49,300; cash in bank $414, and 
stock in a real estate project which was 
described as given to secure the notes receiv- 
able $22,700. At the second examination ia 
December three examiners found that the rec- 
ords had been mutilated in such shape that a 
report was impossible. They said that the assets 
were missing, and the examiners who had pre- 
sided in April were sent back to find them. 
They too were unsuccessful. It is impossible 
to ascertain the amount of losses outstanding. 

At the hearing Mr. Bailey pointed out to 
Palmer that the assets had been reported as 
belonging to the association by the examiners 
and that no protest had been made by the of- 
ficers of the Lloyd’s. Palmer then testified 
that the assets had been held at the office as 
testimonaial of his personal worth; he also in- 
sisted that they could be found among the papers 
of the company. 

However, R. B. Coulter, who has taken over 
the company for hte insurance department, has 
searched fruitlessly. A petition is expected to 
be filed this week against the association. 

This new failure in Illinois has strengthened 
the determination of Mr. Bailey to clean up the 
questionable and insolvent insurance enterprises 
in the State. He now is making a thorough 
investigation of several companies and new 
developments are promised soon. 

The department also is planning suits against 
the underwriters of the United Lloyds, of which 
the preferred underwriters was the attorney-in- 
fact, in order to collect in full approximately 
forty underwriting units of one thousand dol- 


lars each. These units are held by fourteen un- 
derwriters. 

They first tried to reach a compromise with 
the department, but this was refused, the State 
electing to sue for the full amount. 

The losses of this Lloyd’s are said to approxi- 
mate forty thousand dollars, but here likewise 
a definite amount cannot be ascertained because 
of the mutilated condition of the records, ac- 
cording to Mr. Bailey. 


MOHAWK FIRE ORGANIZING 
Running Mate for Importers and Export- 
ers to Have $1,000,000 Capital 

The Mohawk Fire Insurance Company, of 
New York, is being organized by interests allied 
with the Importers and Exporters Insurance 
Company, of New York, and will be operated 
as a running mate to that company. It will do 
both a fire and marine business and will take 
advantage of many excellent opportunities for 
agency representation which are not ava able 
to the parent company. 

The new company will have a capital of $1,- 
000,000 and an equal amount of surplus. The 
capital stock will consist of 40,000 shares at a 
par value of $25 per share. The stock has 
already been underwritten at $50 per share. 
The underwriters will offer a substantial part 
of their holdings to the stockholders of the 
Importers and Exporters. 

The incorporators, who will be directors of 
the company are: Jacques Valensi, A. Valensi, 
M. L. Heide, E. P. Earle, C. W. Weston, F. J. 
Leary, G. Herman Kinnicutt, Noah MacDowell, 
Jr., Herbert W. Grindal, William B. Scarbor- 
ough, M. S. Amado, C. W. Nichols and E. C. 
Delafield. 


NEW CHICAGO COMPANY 
Harold W. Letton Organizing $5,000,000 
Fire Insurance Concern 
Cuicaco, Itt., January 10.—A new fire in- 
surance company for Chicago with authorized 
capital of $2,000,000 and surplus of $3,000,000 
was announced last week, to be known as the 
Fire Insurance Company of Chicago. Harold 
W. Letton, United States manager and attor- 
ney of the Netherlands Insurance Company of 
The Hague and vice-president and general man- 
ager of the Great Lakes Insurance Company of 
Chicago, is chairman of the underwriters’ com- 

mittee. 

“Progressive business and insurance men have 
recognized the fact for years that Chicago is 
woefully weak in locally organized insurance 
companies,” declares a statement announcing the 


company. “This condition is best shown by the 


fact that there was expended in Illinois in 
1926 for fire insurance premiums, $76,876,277, 
of which Illinois companies wrote gross pre- 
miums of $7,565,671. 

“It is with a view of handling a portion of 
the tremendous amount of business now leaving 
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ASKS RATE REDUCTION 





Chicago Fire Commissioner Gets 
Newspaper Broadside 





WANTS HEARING FROM 
UNDERWRITERS 





Takes Entire Credit for $3,000,000 Reduc- 
tion in Fire Losses in 1927 Despite 
Abnormal Conditions in 1926 

Cuicaco, ILt., January 10.—The City of Chi- 
cago appears to keep a watchful eye upon the 
fire insurance companies doing business here, 
especially if a bit of politics can be played in 
the daily newspapers so as to reflect glory upon 
the city administration or to increase the city 
revenue. Just recently an effort was made to 
increase the tax levy and now the city, through 
its fire commissioner, Albert W. Goodrich, 
points to a reduction of approximately $3,000,- 
000 in fire losses during 1927 and immediately 
asks for a cut in premium rates. 

Commissioner Goodrich burst forth with his 
scheme late last week with a statement given 
to all of the newspapers in which full credit for 
the reduction in losses was claimed for the city 
fire department, ignoring the good work of the 
Fire Insurance Patrol, and asking for a con- 
ference with the Chicago Board of Underwriters 
with a view to premium reductions. 

What the Commissioner did not mention was 
the fact that though the losses in 1927 were 
approximately $3,000,000 under 1926, according 
to the estimates of the Fire Insurance Patrol, 
they were just about in line with the losses of 
previous years and that the report for 1926 
was abnormally high. The Commissioner also 
failed to mention the fact that the companies 
lost money on their Chicago underwriting for 
the four years prior to 1927. All he could see 
was a $3,000,000 reduction. 

The total losses in Chicago for the five-year 
period just past, which perforce would be used 
in calculating any premium revision, were: 
1927, estimated at $10,200,000, with this figure 
more than likely to be increased as final re- 
ports for the last four months of the year are 
tabulated; 1926, $13,300,000; 1925, $11,252,084; 
1924, $9,212,200; and 1923, $8,523,823. 

It was pointed out that the Chicago Board 
could not grant a-reduction solely upon the 
favorable report of 1927 any more than they 
could order an increase upon each bad year’s 
experience. 








the State that the Fire Insurance Company of 
Chicago is being formed.” 

It is proposed to have a board of seventeen 
prominent business men. The legal work has 
been handled by Winston, Strawn & Shaw and 
the stock is being distributed by the Illinois In- 
vestment Company. 
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ETNA FIRE PROMOTIONS 


Thomas F. Buchanan Made General Ad- 
juster at Home Office 


Thomas F. Buchanan who for five years has 
been State agent for the Aétna Insurance Com- 
pany and the World Fire and Marine Insurance 
Company in Connecticut and Western Massa- 
chusetts has been promoted to the position of 
general adjuster of the AZtna and the World 
at the home office, to fill the position made 
vacant by the death of W. H. Wart. 

Mr. Buchanan started his insurance career 
in 1904 in the loss department of the Atlas 
Assurance Company at its head. office in New 
York city. Later he was associated for several 
years with the Boston office of the general ad- 
justment bureau, becoming one of their staff ad- 
justers. In 1919 he returned to the Atlas as 
special agent for Western New England. He 
entered the service of the A‘tna Insurance Com- 
pany in May, 1923, as State agent for Connecti- 
cut and Western Massachusetts. His wide 
experience in the field, and his ability as a loss 
adjuster admirably fit him for the position he 
now occupies. 

Clinton L. Allen, State agent for the A®tna 
in Michigan, will be transferred to Hartford as 
State agent for the A£tna and the World in 
Connecticut and Western Massachusetts to fill 
the position made vacant by Mr. Buchanan’s 
promotion, 


Big Travelers Business for 1927 


Another billion dollar year in new life insur- 
ance on a paid basis and substantial gains in 
premium income from the life, casualty and fire 
insurance lines for the year 1927 were an- 
nounced by the Travelers early this week. 

The total premium income for the twelve 
months of the three companies—The Travelers 
Insurance Company, The Travelers Indemnity 
Company and the Travelers Fire Insurance 
Company—was over $174,208,000, a gain over 
the corresponding figure of the previous year of 
$13,358,000. The total income of the companies, 
including investment income, was $198,690,000, 
a gain of more than $18,860,000. 

The paid premium income and the gains over 
the previous year came from the various lines 
of insurance as follows: 


RARE). 5 6eSe ewes eauwaareneette $91,825,000 
*7,992,000 

Accident and Health............. 14,340,000 
*265,000 

SAMY o kee saeke dhe a renee 6,740,000 
*380,000 

Automobile Casualty............. 23,320,000 
*1,990,000 

RSNRIBGRARDE a5 ovcia sees nse oiee 24,200,000 
*1,400,000 

MINED Hoon. Gckuumewes cake wenn 2,550,000 
*50,000 

Automobile Fire and Theft....... 1,470,000 
*330,000 

Fire, Tornado and Miscellaneous. . 7,578,000 
*1,054,000 

PMO thn hex swanneeanek wc 836,000 
Machinery, Flywheel and Misc.... 475,000 
Re NER isos ok oo aan hake 851,000 





* Gain. 





Massachusetts Examinations for Agents’ 
Licenses 

Boston, Mass. January 9.—The first exam- 
ination held outside of Boston for applicants 
for agents’ licenses, was given at Springfield, 
Mass., last Friday, January 6, in the City Audi- 
torium. First Deputy Commissioner Arthur E. 
Linnell was in charge, with four assistants. A 
total of five examinations, during which between 
1200 and 1300 appointees have taken the exam- 
inations, have been conducted at the State House 
since the ruling of Commissioner Monk went 
into operation, September 15. The majority of 
these are for representatives of life companies. 
December was the heaviest month, when 457 
were examined. Nearly all who pass are 


WESTERN DEPARTMENT OF THE 
AMERICAN AT ROCKFORD, 
ILLINOIS 


Home and Abroad 


with 


Lhe American of Newark 


licensed, although much delay occurs through 
neglect, oversight or misunderstandings of the 
companies. Under the present system of mark- 
ing by the deputy and assistants, failures are not 
averaging over 25 per cent of the whole num- 
ber examined at each test, the first examination 
having the largest number—76—who did not 
pass. A different set of questions is used ap 
proximately every third examination. 


Chicago Board Will Honor Past Presidents 

Cuicaco, Itu., January 10.—The Chicago 
Board of Underwriters will honor its past- 
presidents at a luncheon to be held January 12, 
the date of the annual meeting. The luncheon 
will be held at the Standard Club. 





M ORE than five thousand Agents 
report to our Western Office at 











CHAS. N. GORHAM 
Manager 


Capital $4,000,000. 





Rockford, IIl., this Department serving 
Colorado, Illinois, Indiana, Iowa, Kan- 
sas, Michigan, Minnesota, Missouri, 
North and South Dakota, Nebraska, 
New Mexico, Oklahoma, Wisconsin and 
Wyoming. 


It was established in 1899 by the late 
Charles E. Sheldon, and is now under 
the capable management of Charles N. 
Gorham. In addition to being an insur- 
ance center, Rockford is second only to 
Chicago in manufacturing in Illinois— 
its factories employing 27,000 workers 
and producing more than 5,000 items. 

t . 
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ro Dept. Offices 


ROCKFORD, ILL. 


BCSTON 


MEMPHIS 
SAN “RANCISCO 
TORONTO 


Foreign Offices 


BELGIUM 
BRAZIL 
CHINA 


TURKEY 
BR. E. AFRICA 
DUTCH E. INDIES 
AND STRAITS 
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Home Fire of Arkansas Increases Capital 

LittLE Rock, Ark., Jan. 9.—Authorized capi- 
tal stock of the Home Fire Insurance Company, 
with headquarters in Little Rock, has been 
doubled through an increase from $500,000 to 
$1,000,00 by the board of directors, it was an- 
nounced by officers of the company coincident 
with the filing in the office of County Clerk W. 
S. Rogers of an amendment to the certificate of 
incorporation, 

Paid-in capital had reached approximately a 
half-million, and the directors arranged for an 
immediate increase to $75,000 by voting a divi- 
dend of 50 per cent out of the surplus. This 
$250,000, deducted from a surplus which had 
reached $600,000, will be apportioned among the 
stockholders in the newly authorized unissued 
stock. 

The Home Fire Insurance Company is the 
only corporation of the three associated home 
companies with its sole headquarters in Little 
Rock, the Home Life Insurance Company and 
Home Accident Insurance Company having of- 
fices at Fordyce, Dallas, County, as well as in 
Little Rock. A. B. Banks is president of all. 

When the fire insurance company was incor- 
porated in 1905, it had an authorized capital 
stock of only $50,000. The present authorized 
stock is twenty times as great and the paid-in 
capital fifteen times the original authorized 
stock. Approximately seventy-five are employed 
in the offices here by the fire insurance com- 
pany. Besides the president, Mr. Banks, the 
officers are: John R. Hampton, Van M. Howell, 
Lawrence Banks and James J. Harrison, vice 
presidents, and C. D. Kennesson, secretary. 


Underwriters Laboratories Gets Medal 

Cuicaco, Itzt., January 10—The National 
Acetylene Association has awarded the James 
Turner Morehead medal to the Underwriters 
Laboratories for having done most to advance 
the industry or the art of producing or utiliz- 
ing calcium carbide or its derivatives during 
1926. The award was given because of the 
Laboratories work in standardizing and safe- 
guarding acetylene equipment. This is the first 
time that the medal has been given to other than 
an individual person. 


Hartford Fire’s Advertising 

The 1928 insurance paper advertising of the 
Hartford Fire Insurance Company will be 
unique in that it will consist of a series of 
striking cartoons accompanied by extremely 
brief copy. The cartoons will feature the ad- 
vantages of representing a company which is 
constantly building up consumer recognition 
through its strong national advertising of the 
familar Hartford “Hellion.” 


Ask for Rehearing 
(Concluded from page 3) 
under the Missouri method of calculation, it was 
said here that the only result of such an action 
would probably be that such companies would 
be granted a rate increase without any opposi- 
tion. This, however, would be a mere gesture, 
as no company could ever collect more than 
the minimum rate in force. 


AGENTS’ COMMITTEE 
IN SESSION 





Heavy Agenda Faces Executive 
Body 





CALIFORNIA SITUATION UP 





Only Two Members Absent as First Gath- 
ering as New Committee Goes Into 
Session 

An important session of the executive com- 
mittee of the National Association of Insurance 
Agents opened yesterday in New York. With 
only two exceptions the full complement of 
members was present. A very full agenda faced 
the committee and it is expected that the meet- 
ing will last through the week. 

The session marks the first meeting of the 
new committee, and is attended by President 
W. E. Harrington, Chairman R. P. DeVan, 
Secretary-Counsel Walter H. Bennett, and the 
following members: Clyde B. Smith, Lansing, 
Mich.; Perry W. Flicker, Cleveland, Ohio; J. 
A. Giberson, Alton, Ill.; Charles L. Gandy, 
Birmingham, Ala.; J. W. Rose, Buffalo, N. Y. 

Percy H. Goodwin of San Diego, Calif., and 
Frank T. Priest, of Wichita, Kan., are the ab- 
sent members, the former because of the dis- 
tance from the meeting place, and the latter be- 
cause of illness in his family. 

President Harrington and Chairman DeVan 
arrived in New York on Monday, and the other 
members on Wednesday morning. It is likely 
that the sessions will be continued this week. 

One of the first items to be considered was 
the time and place for the mid-year meeting. 
Invitations have been received from Indianap- 
olis, West Baden Springs, Green Bay, Wis., 
and other cities and resorts. It is customary to 
hold the mid-year meeting in the South, although 
last year’s went to Chicago. 

Two outstanding State problems were likely 
to receive attention by the committee—Califor- 
nia’s Bank of Italy situation, and West Vir- 
ginia’s agency contract difficulty. 


Marquette National Claims Must Be Filed 
February 1 

Cuicaco, Itu., January 10.—The final date 
for filing claims against the Marquette National 
Fire Insurance Company of Chicago, which 
was taken over by the State insurance depart- 
ment for liquidation several months ago, has 
been set for February 1 for claimants in the 
United States, and for April 1 for claimants 
against the branch in Zurich, Switzerland. H. 
U. Bailey, director of trade and commerce, and 
receiver of the company, announced that the 
two months’ extension had been granted the 
foreign claimants because of the long time neces- 
sary to receive word from there. 

Mr. Bailey also has ruled that all foreign 
claims must be prepared in the English lan- 
guage and computed in American dollars. 

The work of converting the frozen assets of 
the company into cash is being pushed vigor- 
ously by H. J. Bailey, deputy receiver in charge 
of the liquidation. 
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MADE SECRETARY OF HOME 
Jay Zorn Promoted from Assistant 
Secretaryship 

Jay Zorn, formerly assistant secretary of 
the Home Insurance Company of New York, 
was elected secretary of the company at a re- 
cent meeting of the board of directors. 

Mr. Zorn has been in the service of the Home 
for many years. He entered the regular army 
in 1916 and saw service in Mexico and in 
France, returning to the Home in 1920. He 
was put in charge of the supply and purchas- 
ing department, which still remains under his 
supervision, although his duties have been 
widely broadened. 


National Liberty Group Pays Extra 
- Dividends 

New York, N. Y., January 4.—Extra divi- 
dends in addition to usual semi-annual dividends 
were declared to-day by the directors of the 
National Liberty group of fire insurance com- 
panies. 

A regular semi-annual dividend of 10 per 
cent and an extra of 20 per cent was declared 
on the stock of National Liberty; a regular 
semi-annual dividend of 6 per cent and an extra 
of six (6) per cent on Baltimore American, 
and a regular semi-annual dividend of 5 per 
cent and an extra of 5 per cent on Peoples 
National. 

All dividends are payable January 16 to stock- 
holders of record January 6. 


Auto Collision Rates Discussed 

Cuicaco, ILt., January 9.—A meeting of lead- 
ing automobile underwriters of the country was 
held here on Monday to discuss collision rates 
but nothing was announced following the meet- 
ing. The meeting was held under the auspices 
of the Western Automobile Underwriters Con- 
ference. 

It was announced that the advisory commit- 
tee of the conference had elected E. L. Rickards, 
manager of the conference, its chairman and 
had chosen Paul Fry of she conference execu- 
tive staff, as vice-chairman. 

Insurance Committees of New York 

Legislature 

Atpany, N. Y., January 9—At Monday 
night’s legislative session Speaker Joseph A. 
McGinnies announced appointment of these 
members of house committee on insurance: 
Stone, chairman, and Merriam, Gedney Rogers, 
Garnjost, Hofstadter, McKay, Dickey, Fergu- 
son, Cornaire, Tonry, Conroy and Dineen. Sen- 
ate committee on insuarnce holds over for an- 
other year. Its members are Senators Wales, 
chairman; Brown, Fearon, Whitley, Wheatley, 
Freiberg, Dunnigan, Hastings and O’Brien. 





Insurance Club of Pittsburgh to Have 
Dinner 

The annual dinner of the Insurance Club of 
Pittsburgh will be held at the Schenley Hotel, 
of that city, on Monday, January 30. Colonel 
Matthew H. Taggart, Insurance Commissioner 
of Pennsylvania, will be the chief speaker. 
Dancing will follow the entertainment. 
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FIRE AND LIFE 


F,ASSURANCE CORPORATION, Ltd. 


GENERAL BUILDING, 4m & WALNUT STS 
PHILADELPHIA 








OHIO 

INDIANA 
KENTUCKY 
MICHIGAN 
WEST VIRGINIA 
PENNSYLVANIA 
TEXAS 
OKLAHOMA 
CALIFORNIA 
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—men who are self- 
confident— 


—men who are morally 
dependable— 


—men who are finan- 
cially responsible— 


—men who are anxious 
to accomplish results— 


—men who are open to Partnership- 
basis Agencies— 


LIFE HEALTH 

THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohle 

Sub-Standard 


ACCIDENT 


Tell it allin the first 
letter — Time is 


Money. 





Standard Super-Standard 
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Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 


laware 
President HENRY P. BLAIR 


Vice President Se ie 
2nd Vice os (Agency Supervisor) . 
Secretary é 


| GILBERT A. CLARK 
WASHINGTON, D. C. 


Actuary 


Main Office, 816 tth Street, N. W. 





Add to Your Profits from 
Fire and Casualty by Taking 
on a Splendid Life Line 


World recently Established a Life Depart- 

ment. There is a Pronounced Trend in 
that Direction. Agencies are adding Life to Fire, 
Casualty, Surety, etc. You, too, may Enlarge 
your Profits Without Increasing Fixed Costs. 

The most Satisfactory Life Contract Available 
is that of the Columbus Mutual,—the Company 
which 20 Years ago Eliminated Middlemen and 
Diverted the Huge Expense of their Maintenance 
into Savings for Policyholders and Agents. Its 
System makes possible Low Cost Insurance, 
Generous Commissions, and VESTED Renewals. 
There are No Restrictions in Territory. Each 
Contract is a Direct Home Office Contract—no 
Intermediaries between. The Agency that Pro- 
duces gets ALL the Commissions. 

Send today for this Distinctive and Highly 
Successful Company’s Proposition. Write your 
Name and Address on the Margin of this Adver- 
tisement and forward to us. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 


C. W. Brandon, President Columbus, Ohio 


Tw Largest Mixed Insurance Agency in the 























a good company! 
Great Northern Life Insurance Company 


Home office : Milwaukee, Wisconsin 
Chicago office : 110 S. Dearborn Street 























THE HANOVER FIRE INSURANCE COMPANY 
Continuously in business since 1852 
strengt i company is in the conservatism of its 

ume —_- ~ menaneneit of HE HANOVER is an absolute 
assurance of the security of its policy. 
Charles W. Higley, President 
J. G. Hollman, Secretary 
F. E. Sammons, Asst. Secy. 

Home Office, Hanover Bidg., 34 Pine St., 


Mentanmery Clark, Vice-President 
H. T. Giberson, Treasurer 

A. E: Gilbert, Asst. Secy. 

New Yor k 

















General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND . 
ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 
Accident Health Automobile Accident 


Life 























SOMETHING NEW 


Beneficial and Profitable 


ONE DOLLAR A MONTH POLICY 


A Big Seller and a money 
maker for live agents. 


All Standard Policies are written, with or without 
Total and Permanent Disability, Premium Waiver 
and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE 
AND MONTHLY INCOME POLICIES ARE 
BIG SELLERS 


Good Openings for General Agencies in Ohio, In- 

diana, California, Illinois, lowa, Kansas, Michigan, 

Minnesota, Missouri, Oklahoma and Texas. 
“Serve and Succeed With the Springfield”’ 


SPRINGFIELD LIFE INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
A. L. Hereford, President C. Hubert Anderson, Supt. of Agencies 
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Also issued as a part of The Insurance Year Book Service, which includes the privilege 
of obtaining special reports during the year 
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CASUALTY INSURANCE IN 1927 


Marked Increase in Premium Volume a Bright Feature—Auto- 


The year 1927 has been an outstanding period 
in the annals of casualty and surety insurance 
for two main reasons; first, the number of 
new and prominent companies being launched 
in the field; and second, the volume of writings 
placed on the books of the carriers. Whether 
there is such a close relationship between the 
two facts as is supposed in some quarters may 
be debated. There are those who argue that 
the additional number of companies is in itself 
a motivating impulse for premium growth. On 
the other hand, many officials seem to think 
that improved production methods, coupled with 
the normal expansion in existing agencies’ 
forces, would net the same volume. It is a nice 
point for the disputants. 

The old bugbear of workmen’s compensation 
loss ratios is still very much to the fore and 
has been aided and abetted during the closing 
months of the past year by the announcement 
of increases in automobile public liability rates 
for private passenger cars which reached a 
countrywide average of nearly 16 per cent. Up 
to the present, executives have somewhat con- 
soled themselves with the realization that auto- 
mobile liability lines, if not written too freely 
in congested centers, would show a neat under- 
writing profit to offset partially losses in other 
directions, notably compensation writings. Just 
as they were comfortably settling themselves 
into such a frame of mind, the increases for 
automobile liability were announced and now 
the underwriters probably feel that, in some not- 
quite-understood manner, they have been stabbed 
in the back by the carelessness of motorists. To 
a certain extent there is a real danger behind 
the promulgation of the new rates, and that is 
that the increases may result in a louder voic- 
ing of the demand for compulsory automobile 
insurance. 

From a volume standpoint, the year 1927 was 
prodigally generous in its treatment of the bet- 
ter-managed casualty and surety companies. 
The Travelers Insurance Company and the 
Travelers Indemnity Company, Hartford, 


showed a total of accident and health insurance 


mobile Liability Causes Concern 


premiums which will probably be half-a-mil- 
lion dollars more than the year before. The 
United States Fidelity and Guaranty Company, 
Baltimore, which wrote premiums of $37,583,- 
191 in 1926, has reported 1927 premiums of 
something like $40,800,000. The Globe Indem- 
nity Company, Newark, that model casualty >r- 
ganization, wrote premiums of $21,581,943 in 
1926 but raised the figure to around $23,000,- 
000 in 1927. The Standard Accident Insurance 
Company, Detroit, came not far behind with 
premiums of $16,895,511 in 1926 and $20,000,- 
000 in 1927. Of course, many of the premium 
totals given at this date by the casualty anil 
surety companies may vary slightly when the 
annual statements are filed, but only slightly, 
and the reports now coming in indicate that 
general advances have been made in all the im- 
portant lines. 

The National Surety Company, which did a 
business of $17,309,038 in 1926 premiums, shows 
a gain up to $18,000,000, though this item alone 
is not truly indicative of the company’s progress 
since the classes of business it writes are among 
those showing the lowest underwriting loss 
ratios. Its running mate, the New York Indem- 
nity Company, wrote premiums of $5,548,753 in 
1926, and raised that to about $6,500,000 in 1927 
despite a period of reorganization and the weed- 
ing-out of lines that had proved undesirable. 

That the United States branches of foreign 
insurance companies shared in the general pre- 
mium growth may be visualized from the fact 
that the General Accident, Fire and Life As- 
surance Corporation, Philadelphia, wrote pre- 
miums of approximately $17,750,000 in 1927, as 
compared with $15,599,240 in 1926. Other 
branches of foreign companies may not have 
shown such a healthy growth, but it is not at 
all likely that any of them fell off to any ex- 
tent in premium volume, 

The Continental Casualty Company, Ham- 
mond, did $13,306,750 in premiums in 1926 and 
more than matched that with a premium in- 
come of $14,400,000 in 1927. The Commercial 
Casualty Company, Newark, which wrote pre- 


19 


miums of $10,592,290 in 1926, shared in the 
countrywide premium advances and raised that 
figure to about $12,000,000 in 1927. 

So much for the mere matter of premium 
volume. There is, of course, the other side to 
the story. How did the underwriting come out? 
It has already been stated that the workmen’s 
compensation lines probably showed their usual 
loss and the failure to achieve an underwriting 
profit in this branch is conceivably more notice- 
able in 1927 than it was in 1926. Also, there 
has been a definite movement toward retrench- 
ment in workmen’s compensation underwriting 
among the older companies, one of them in 
particular, which has always been a large car- 
rier of such risks, paring away its liability on 
such business and turning more and more to 
lines that offer better chance of success. 

The automobile liability field, as noted, has 
been somewhat shaken by the announcement of 
increased rates and this, in itself, would appear 
to justify a conclusion that the underwriting of 
this line has not been as satisfactory in 1927 as 
the companies would like to see. Heretofore, 
there has been a well-grounded belief that auto- 
mobile liability in small towns and in country 
districts was distinctly profitable even thougn 
a certain laxness in underwriting obtained. This 
theory, so tenaciously held, has been pricked 
with the needle of doubt and a revision of office 
practice in this regard will likely be among the 
major considerations of underwriters during the 
early months of 1928. The somewhat flexible 
rule that automobile liability experience in large 
cities is always bad is not as closely adhered 
to as formerly in view of the results in Massa- 
chusetts where, despite the belief of many, the 
compulsory automobile liability situation did 
not turn out as badly as expected for the com- 


panies. As a matter of fact, the old laws of 


average and distribution operated advantage- 
ously and the experience has not been nearly as 
bad as had been predicted. 

Plate glass writings, continuing their serene 
course, have been augmented in volume with 
a maintenance of the relatively low loss ratio. 
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CENTURY INDEMNITY COMPANY 
Hartford, Conn. 
tna Fire’s Runing Mate Increases Capital 

Directors of the Century Indemnity Company 
of Hartford, Conn., running mate of the Atna 
Insurance Company, have voted to increase the 
capital of the company from $750,000 to $1,- 
000,000. This will be accomplished by the is- 
suance of 5,000 new shares of a par value of 
$50 each at $200 each, thereby increasing the 
surplus by $750,000. 

The Century Indemnity was organized in 
1926 and began business in July of that year. 
At the close of 1926 the company showed a 
premium income of slightly more than $100,- 
000. Since the premium income in 1927 was 
probably over $1,000,000, it can be seen that the 
company has advanced materially. With the 
above mentioned increase the Century Indem- 
nity’s surplus stands at about $1,300,000. 


ELECTRIC MUTUAL LIABILITY INSUR- 
ANCE 
Boston, Mass. 
General Electric Sponsors Company 

Interests identified with the General Electric 
Company of Lynn, Mass., have organized the 
Electric Mutual Liability Insurance Company 
of Boston. The chief purpose of the company 
is to provide insurance for the General Electric’s 
employees. The company has received its 
authorization from the Massachusetts Insurance 
Department and will apply for a charter per- 
mitting it to write compensation lines and also 
automobile liability. The officers of the com- 
pany are: President, Nelson J. Darling; vice- 
presidents, F. T. Cox, W. G. Mitchell; secre- 
tary, James Leitch, and treasurer, Edward F. 
Fielder. 


GEORGIA CASUALTY COMPANY 
Atlanta, Ga. 
New Stock Fully Subscribed 
An announcement from Harry C. Mitchell, 
president of the Georgia Casualty Company, of 
Atlanta, states that the new issue of the com- 
pany’s stock has been paid in fully and in cash. 
The issue consisted of 75,000 shares which were 


sold at $20 per share, $5 of which went to cap- 
ital and $15 to surplus, making a total addition 
to funds of $1,500,000. 

This money has already been invested by the 
finance committee in securities which will be 
acceptable to the various Insurance Commis- 
sioners of the States in which the company is 
doing business, and the placing of this new 
money into the treasury will make possible the 
issuance of the best statement the company has 
ever enjoyed. 


HARTFORD STEAM BOILER INSPEC. 
TION AND INSURANCE COMPANY 
Hartford, Conn. 

Directors Recommend $500,000 Increase 

Stockholders of the Hartford Steam Boiler 
Inspection and Insurance Company have been 
recommended by the board of directors to in- 
crease the capital of the company from $2,500,- 
000 to $3,000,000. It is proposed to issue 5000 
shares of new stock with a par value of $100. 

Following the recommendaiton of the capital 
increase, the directors, at their meeting, de- 
clared an extra dividend of 2 per cent over and 
above the regular 4 per cent dividend. Both 
dividends were payable on January 3 to stock- 
holders of record at the close of 1927. 

When the new capitalization of the Hartford 
Steam Boiler has been completed it will add 
materially to the already strong financial posi- 
tion of that organization. The total assets of 
the company have practically doubled since 
1921 when they amounted to $9,633,088. By 
the end of 1926 this total had risen to $16,562,- 
273 and the recommended capital increase, to- 
gether with the gains made in 1927, should 
bring the total assets at the end of this year 
to nearly double the 1921 figure. The surplus 
to policyholders at the end of 1926 aggregated 
$8,021,447. 


MANUFACTURERS CASUALTY COM- 
PANY 
Philadelphia, Penna. 
Directors Propose Capital Increase 
Directors of the Manufacturers Casualty 
Company of Philadelphia, Penna., have sub- 


mitted a proposition to the stockholders of the 
company whereby the capital of the company 
will be increased from $1,000,000 to $2,000,000. 
The stockholders will vote on the matter at 
their annual meeting scheduled for January 30. 

It is understood, however, that the new stock 
will not be issued immediately though ratifica- 
tion by the stockholders is expected. Although 
the authorized capital of the company is $1,- 
000,000, about $500,000 of this amount had been 
issued up to October last. The remaining $500,- 
000 has been since issued at $20, which is twice 
par. This increase is just being completed now 
and it is expected that the proposed increase 
will be handled in similar fashion. 


MASSACHUSETTS BONDING AND IN- 

SURANCE COMPANY 

Boston, Mass. 

Stock Dividend and New Issue Proposed 
Following the recommendation of the finance 
committee the board of directors of the Massa- 
chusetts Bonding and Insurance Company of 
Boston has voted to increase the annual divi- 
dend rate from $12 to $14 and to declare a 
stock dividend of 1624 per cent. The proposi- 
tion calls for 5000 new shares to be issued to 
present stockholders at $500 per share. From 
the proceeds of this issue, $500,000 is to go 
to capital stock and $1,000,000 to surplus and 
undivided profits account. The stockholders 
will vote on the proposition at the annual meet- 

ing of the company on February 7. 


INDEMNITY COMPANY 
New York, N. Y. 

Merchants Fire to Have Running Mate 

The Merchants Fire Insurance Company of 
Newark, N. J., is to have a casualty running 
mate, the Merchants Indemnity Company, which 
is now being organized under section 70 of the 
New York State insurance law. The company 
will write public liability, property damage, 
burglary and theft and also plate glass lines. 
Emphasis will be placed chiefly on automobile 
business. 

The company will begin with a capital of 
$400,000 and a surplus of like amount. The 
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New York Indemnity, New York...... 
Norwich Union Indemnity, New York.. 
Northwestern Cas. & Sur., Milwaukee... 
Phoenix Indemnity, New York........ 
Preferred Accident, New York......... 
Royal Indemnity, New York.......... 
Standard Accident, Detroit........... 
Sun Indemnity, New York............ 
Travelers Indemnity, Hartford........ 
Travelers Ins. (Acc. & Lia. Dept.), Hart. 2. 
Union Indemnity, New Orleans........ 2 
United States Casualty, New York..... 2. 
United States Fid. & Guar., Baltimore.. 2. 
United States Guarantee, New York... 3 
Western Casualty, Chicago............ 
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United States Branches of Foreign Cos. 
Car & General, New York............ 
Employers Liability, Boston........... 
European General Reins., New York... 
General Acc., Fire & Life, Philadelphia. 
Guarantee Co. of N. A., Montreal..... 
London Guar. & Acc., New York...... 
Ocean Acc, & Guar., New York........ 
Zurich Gen’l Acc. & Indem, Chicago... 
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official roster has not yet been announced but 
it is quite possible that A. C. Noble, president 
of the Merchants Fire, will be at the helm of 
the casualty company. 

The incorporators of the Merchants Indem- 
nity are as follows: Edward L. Ballard, 
Walter F. Brady, Robert H. Breninger, Wil- 
liam B. Carter, Bertram Cutler, William B. 
Dressner, Joseph L. Leffson, F. J. Shepard, 
Stephen C. Millet, Alfred A. Moser, A. C. 
Noble, George F. Warch and G. A. Zeiman. 


NATIONAL UNION INDEMNITY COM- 
PANY 
Pittsburgh, Penna. 
Capital Increase Effected 

The capital of the National Union Indem- 
nity Company of Pittsburgh, Penna., has been 
increased from $750,000 to $1,000,000. The 
surplus account has been increased by $125,000 
as well. As of December 31, 1926, the Na- 
tional Union Indemnity had assets of $1,640,- 

455 and a net surplus of $301,289. 


NORTH AMERICAN LIFE AND CASU- 
ALTY COMPANY 
Minneapolis, Minn. 

Stockholders Vote Capital Increase 

Stockholders of the North American Life 
and Casualty Company of Minneapolis, Minn., 
have voted to increase the company’s capital 
from $125,000 to $250,000. A considerable por- 
tion of the increased capital along with a corre- 
sponding increase in surplus has already been 
paid in. Stockholders have been given the 
usual rights. 

The North American Life and Casualty has 
chiefly been engaged in health and accident in- 
surance but with the increased facilities the 
company expects to enlarge its life insurance 
activities. 


SOUTHERN SURETY COMPANY 
Des Moines, la. 

Report on Examination by the Insurance 
Departments of Iowa, Kansas, Penn- 
sylvania, South Dakota and Ten- 
nmessee, as of December 31, 

1926, Reprinted Here in 
Part 
Pursuant to instructions, we have made an 
examination of the condition and affairs of the 
Southern Surety Company, located in the Reg- 
ister and Tribune Building, Des Moines, Ia., 

and herewith submit our report. 


SUPE OF EXAMINATION 

‘Ine company was last examined, as of De- 
cember 31, 1924, by the Iowa Insurance De- 
partment. 

This examination embraces a general review 
of the transactions of the company since the 
last previous examination, an analysis of the 
income and disbursements for the year 1926, 
and the assets and liabilities as of December 
31, 1926. 

History 

The company was incorporated February 14, 
1918, and commenced writing business on Feb- 
ruary 27, of the same year. Their operation 


is authorized under the provisions of Chapter 
404, Title XX, of the Iowa Code of 1924. 

The original authorized and paid-up capital 
was $800,000. Various increases have been 
made in the capital, and at the date of this ex- 
amination the capital is $1,500,000 divided into 
15,000 shares at a par value of $100. 


CLASSIFICATION OF BUSINESS WRITTEN 

The following lines are included in the writ- 
ings of the company: Accident; Health; Auto 
Liability; Liability other than Auto; Work- 
men’s Compensation; Auto Property Damage 
and Collision; Property Damage and Collision 
other than Auto; Steam Boiler; Burglary and 
Theft; Plate Glass; Credit Insurance; Fidelity 
and Surety Bonds. 

MANAGEMENT 

The management of the affairs of the com- 
pany is vested in various board and commit- 
tees, and the Articles of Incorporation and By- 
laws authorize the creation of such boards and 
committees. 

The following shows the directors, officers 
and committees serving at the present time: 

Directors: John Gillespie, L. E. Mayer, O. 
H. Michael, Max Schloss, F. O. Thompson, I. 
F. Thompson, M. D., E. G. Davis, Lon W. Har- 
low, Geo. B. Hippee, O. W. Huncke, R. E. 
Jones, P. J. Mills, Dr. J. C. Rockafellow, J. T. 
Price. Roy Armstrong, C. S. Cobb, M. H. 
Cohen, Jansen Haines, J. E. Huckleberry, J. 
A. Spies and F. A. Ungles. 

Executive Committee: Roy Armstrong, C. 
S. Cobb, M. H. Cohen, Jansen Haines, J. H. 
Huckleberry, J. T. Price and F. A. Ungles. 

The members of the executive committee are 
to hold office for the current year and until their 
successors are elected at the first regular meet- 
ing of the board of directors in each year after 
the annual meeting of the stockholders. 

Officers: C. S. Cobb, president; J. H. 
Huckleberry, first vice-president and chief coun- 
sel; F. A. Ungles, second vice-president; John 
T. Suggs, vice-president and assistant chief 
counsel; Roy Armstrong, vice-president; M. H. 
Cohen, general counsel; W. M. McLaughlin, 
general attorney; E. G. Davis, secretary; J. T. 
Price, treasurer ; L. A. Schmitt, comptroller and 
auditor, and Paul Brown, C. J. Crockett, A. W. 
Cobb, G. E. Beebe, assistant secretaries. 


CAPITAL STOCK 

At the date of the last previous examination, 
the company’s paid-up capital stock was $1,- 
225,000. 

In accordance with the actions of the special 
stockholders’ meeting held April 22, 1924, the 
directors’ meeting of July 1, 1926, amended 
Section 1 of the Articles of Incorporation to 
read: 

Section 1. “The capital stock of this corpor- 
ation shall be one million five hundred thousand 
($1,500,000) dollars divided into shares of $100 
each.” 

This amendment was approved by the insur- 
ance commissioner and attorney general of Iowa 
and filed for record on July 27, 1926. 2,750 
shares of stock were sold at $200 a share, in- 
creasing the capital $275,000 and contributing 
to surplus the same amount. 
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Divr 3 3 
Since organization c .viaends have been de- 
clared and paid to stock’ olders in the amount of 
$1,134,756. 
A quarterly dividend o. 4 per cent was paid 
in, January, April and July ¢ach of this year. 


TERRITORY 

The company is licensed to transact business 
in all of the States of the United States except 
Connecticut, Idaho, Massachusetts, New Hamp- 
shire, New York, Vermont and Virginia. 

The company also holds a certificate of au- 
thority issued by the treasury department au- 
thorizing its acceptance as surety on obligations 
given to the United States. 

Branch Offices: Branch offices are operating 
through the above territory in the following 
cities: Atlanta, Ga.; Dallas, Texas; Detroit, 
Mich.; Denver, Colo.; Indianapolis, Ind.; Kan- 
sas City, Mo.; Los Angeles, Calif.; Milwaukee, 
Wis.; Omaha, Neb.; Philadelphia, Penna.; 
Pittsburgh, Penna.; San Francisco, Calif., and 
St. Louis, Mo. 


UNDERWRITING 

The company is affiliated with and subscribes 
to services of the following bureaus: Health 
and Accident Underwriters Conference of the 
Bureau of Personal Accident and Health Un- 
derwriters, Hooper Holmes Reports, Retail 
Credit Company Reports, W. F. Moore, Inde- 
pendent Rater; National Bureau of Casualty 
and Surety Underwriters, Surety Association 
of America, National Bureau of Casualty and 
Surety Underwriters, Towner Rating Bureau, 
National Council on Workmen’s Compensation 
Insurance, National Bureau of Casualty and 
Surety Underwriters, Library Bureau, Reports 
on Auto Owners. 

In accident, health and liability departments, 
automatic treaties are in force, which carry the 
excess over and above the desired net ‘retention. 
The company is a member of the Workmen's 
Compensation Reinsurance Bureau, and through 
this membership is reinsured for all loss in ex- 
cess of $25,000 on any one accident. Reinsur- 
ance to the desired net retention on other lines 
is secured by submission of the individual risks 
to numerous reinsuring companies. 


ScHEDULE IV—LIABILITIES 

Line 16, Total Unpaid Claims: The aggre- 
gate total of unpaid claims, as arrived at by your 
examiners, exceeds the figure carried in the 
company’s annual statement by $134,357.26. 

These increases on claim reserves, as reflected 
in the foregoing schedule, were made after a 
thorough inspection of all claim files in each line 
written by the company. Advantage was taken 
by your examiners of all subsequent informa- 
tion developed since the company had set its 
estimates on December 31. A considerable por- 
tion of the net increase shown can be traced to 
claims “incurred but not reported” on December 
31. 

By reference to Schedule “P” of the com- 
pany’s statement and its comparison with case 
estimates determined on unpaid liability losses, 
it was found that the company had set an en- 
tirely adequate figure for these unpaid claims. 
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On unpaid compere: t’ tm losses allowance was it 
made to the company ‘from its gross liability 
figure by taking the prilsent value at 4 per cent 


iterest of estimated future payments, as con- 


templated by the convention blank. 


In estimating the outstanding fidelity and 








’ UNDERWRITING AND INVESTMENT EXHIBIT 


UNDERWRITING EXHIBIT 
Premiums 
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Loss in 
Surplus 


Gain in 
Surplus 


gilave sles eats $8,831,583 


Add Unpaid Return and Reinsurance Premiums December 31, 1925....... 15,280 
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PAM aicista, orotate aeiei la balatale: Sie, avd wisi sled diale eleal Sielals oie ore 
Deduct Unearned Premiums 12-31-26...............cceeeeee 
Premiums Earned During 1926............ Sead ven a toetns 


VIG TI a a oh old doers ie aclale he ae KERR CU een Choa dc aekens 
Deduct Salvage and Reinsurance Recoverable 12-31-26........ 


ee SE NE ION tere eee ne Oe 
Dedtict Unpaid Toles 12-09N 25. 2... cece cccceccccevecs 


NER oh wos aie CA gals es CEN seks wcnedyes Rede Sena nebe 
Badd Uieiaratet SOO TOR OER GB, oasis coe cals walercn see ste’vcdees 
Tees TICMN RN OCI, BO ono onic oe s-6 06 6.0 ca cle ab tinoiee vie oh 


Sr to clad Md $8,846,864 
Ce nee waws 45,214 


agar salutes $8,801,650 
3,086,329 
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be kip oe tnies $3,807,785 
1,711,657 


2,096,128 
2,262,464 





$4,358,592 


UNDERWRITING EXPENSES 


Underwriting Expenses paid during 1926..................... 
Deduct Underwriting Expenses unpaid 12-31-25.............. 


INNIS Sats vita Os 44.6 oe Sete eRe tes Ones e swe sales 
Add Underwriting Expenses unpaid 12-31-26................. 
Underwriting Expenses incurred during 1926................. 
Underwriting Losses and Expenses. ..............cceeeceeeee 
UnidlerwWeititte 1,0bes At TOAPONSeS.. . 6 ecw ec ccc voscecs 


Loss from Underwriting during 1926.............2ccceceecees 


$4,427,906 

535,091 

$3,892,815 

812,964 
$4,705,779 
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545,018 


UNDERWRITING PROFIT AND Loss ITEMS 


Gain from: 
Agents’ balances previously charged off................... 
Fees for examination of Titles and Miscellaneous Income..... . 


J SRE ee Maer ware Wadhearereenameverw amen ees 


Loss from: 
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Gain from Profit and Loss items........... Gee edesegeceseces 
Loss from Underwriting and Profit and Loss items during 1926. 


INTEREST AND 


Interest and Rents received during the year................4- 
Deduct Interest and Rents due and accrued 12-31-25......... 


MES du a eos eiscten ae ele eres Gracies woegine dba clea 
Add Interest and Rents due and accrued 12-31-26............ 


on CES OER pote IEEE RAIEE TIED COSA TCE PereRe re 
Gross Interest and Rents earned during 1926................. 


366,206 
10,487 


76,694 


98,384 


98,384 
21,690 
$207,421 


$130,035 





77,385 


55,695 





$489,322 


RENTS 
$253,866 
73,731 
$180,134 
99,847 











279,982 
$279,982 


INVESTMENT EXPENSES 


Investment Expenses paid during 1926................-000005 
Add Investment Expenses unpaid 12-31-26................-. 
Investment Expenses incurred during 1926...............+05: 
Net Interest and Rents earned during 1926.................55 


$118,908 
17,630 
$136,539 





$143,442 


PROFIT ON INVESTMENTS 


Gas Tecate G8 Ledeee AGG, 2... 6s co cess cdeessecasiesss 
Profit on Investments during 1926................ cece cence 


$2,173 





$2,173 


Loss ON INVESTMENTS 


Loos from cals 6 E eclget AOie0e oo ooo sic iccivieleterseience cine we 
Loss from Decrease in Book Value of Ledger Assets. ..... aoa 
Loss from change in difference between Book and Market Value 
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Loss from Items 40—41-43-46, Schedule IIT.................. 
Loss from Investments during 1926 
Loss from Investment Profit and Loss Items................-- 
Loss from Ipvestments during 1926.............0.eeeeeeeeeee 


Total Gains and Losses from Underwriting and Investments 


$362 
1,350 


147,455 
92,398 

—— $241,566 
$239,392 
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$585,272 


MISCELLANEOUS EXHIBIT 


Dividends declared to Stockholders during 1926..............+. 
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Premiums earned on Workmen’s Compensation Policies......... 
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Total gairts and losses in Surplus during 1926.............-+++- 
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Per cent. of losses incurred to premiums earned..........------ 
Per cent. of underwriting expenses incurred to premiums earned. . 


Loss in 
Surplus 
$207,476 


Gain in 
Surplus 


$271,640 
248,619 


re $312,783 


$312,783 


Sopleie oraiee $585,272 


$720,161 
447,672 


272,488 
$585,272 





Per cent. of investment expenses incurred to interest and rents Creer Tree 48.77 
Per cent. of total losses and expenses incurred and dividends declared to total income earned........... bs aactrat aes 108.95 
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surety losses, due allowance was made for sal- 
vage recoveries in all cases except where such 
salvage had already been included in the non- 
ledger assets in the company’s statement. 

Line 18, Total Unearned Premiums: Veri- 
fication of this liability item could be made only 
by a detailed check of the control account 
through the tabulation listings. Totals only 
are used in these postings, unsupported by an 
authentic card record of daily individual items. 
The company maintains a Hollerith departrnent, 
and writings are run through each day as well 
as cancellations. These cards, however, are used 
only incidentally for premium reserve purposes. 
At the end of the second year, having served 
their purpose in the statistical department, no 
effort is made to keep these cards intact so that 
the term business could be run and the premiums 
in force control verified. Your examiners made 
an extensive test check of the term business in 
force through an index card file maintained in 
collaboration with the accounting department. 
But inasmuch as this index file was only aux- 
ilary, kept to serve several purposes distinct and 
apart from the unearned premium reserve, it 
was inaccurate as to business still on the com- 
pany’s books. We recommend that the company 
maintain its Hollerith card file intact until all 
term business has expired. 


GENERAL COMMENT AND CONCLUSION 

The accounting and statistical departments of 
the company were found to be well organized, 
adequate in facilities, and efficient in operation. 
Hollerith cards furnish complete data, and are 
balanced to control accounts in the accounting 
department. With the single exception of the 
premiums in force account heretofore com- 
mented upon, the Hollerith Department affords 
adequate support to the controls in the account- 
ing department. 

During the period covered by this examina- 
tion, the loss ratios resulting from underwriting 
in certain lines were unfavorable. With the 
possibilities of material recoveries on salvage 
items, and a more centralized control of under- 
writing in the future, the company’s position is 
not unfavorable to a condition of improvement 
in this direction. 

The financial statement of the company as 
prepared in this report indicates admitted as- 
sets of $8,499,484.55, a paid-up capital of $1,- 
500,000, a surplus of $447,672.52, and a surplus 
as regards policyholders of $1,947,672.52. 


Access was readily afforded your examiners 
to all books of account, and officers and em- 
ployees co-operated in assisting materially the 
work of examination. 

In addition to those signing this report, there 
were engaged on the work of examination H. 
P. Huxley, J. E. Denton, F. E. Farmer, W. S. 
Dulaney, J. L. Gillstrap and George E. Perkins. 


Respectfully submitted, 

Robert B. Goode, chief exanimer, State 
of Iowa; W. J. Madden, special exam- 
iner, State of South Dakota; J. C. 
Longbotham, Examiner, State of Penn- 
sylvania; L. C. Baker, Examiner, State 
of Kansas; C. M. Joseph, Examiner, 
State of of Tennessee. 
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WORKMEN’S COMPENSATION 

Once the relationship of master and ser- 
vant has been established, it may be pre- 
sumed to have continued until its non-exist- 
ence has been established. 

The deceased was employed by the defendant 
railroad to unload milk cans from railroad cars 
and to load them on board motor trucks for con- 
signment. This work was done in the railroad 
yards situated between Eleventh and Twelfth 
avenues, New York city. On the night of the 
accident, the deceased was engaged in the reg- 
ular course of his employment and after the 
trucks had been loaded and no more work could 
be done until other trucks arrived, the deceased 
started walking toward Eleventh avenue where 
the yard master’s office was situated and where 
there was also a flag shanty containing a stove 
(this was in the fall of the year). While on his 
way toward Eleventh avenue, the deceased was 
run down by a truck and killed. Subsequently 
the State Industrial Board awarded compensa- 
tion to the widow of the deceased and on bring- 
ing an appeal to the New York Court of Ap- 
peals the defendant railroad company contended 
that the award was improper because the de- 
ceased did not meet his death in the course of 
his employment. 

In upholding the award of the State Indus- 
trial Board, the court of review followed the 
common law rule that where the relationship of 
principal and agent or master and servant was 
once shown to have existed, its continuance may 
be inferred until its non-existence has been 
proven. The last labor, performed by the de- 
ceased in this instance, said the court, was for 
his master and he met death in the vicinity 
where further work was to have been per- 
formed by him. He was within the protection 
of the law unless he stepped out of his em- 
ployment. He may have been at the place of the 
accident for legitimate reasons connected with 
his employment and in the absence of contrary 
proof it may be presumed that he continued in 
his employment. Held, that the award of the 
State Industrial Board should be affirmed since 
the deceased was engaged in the course of his 
employment at the time of his death. 

Norris vs. New York Central R.R. Co., Court 
of Appeals of New York, Nov. 22, 1927.) 





REMEDIAL STATUTE 

Where invited guest joins the insurance 
company as a party defendant in an action 
against the owner of the automobile it must 
appear, under the statute, that the company 
is liable, on the policy, to the owner of the 
car. 

This is an action by an administrator to re- 
cover damages for the death of the intestate 
due to an automobile accident where the intestate 
was riding as an invited guest in an automobile 
owned and operated by defendant Rogan, 


through whose negligence the car was caused 
to go over an embankment. Rogan held a policy 
of liability insurance with the Federal Mutual 
Automobile Insurance Company, which the 
plaintiff seeks to join as a party defendant in 
accordance with a statute which provides “that 
the insurer shall be liable to the persons entitled 
to recover for the death of any person * * * 
caused by the negligent operation * * * of 
the vehicle described in the policy, such liability 
not to exceed the amount raised in said bond 
or policy.” The policy, however, contained a 
clause excepting loss or expense arising from 
any claim for damages such as the plaintiff 
made in this case. The plaintiff contended that 
the statute was mandatory, and that the clause 
of exceptions in the policy, when viewed through 
the veil of the statute, would be prohibitive. In 
accordance with the statute, then, the plaintitf 
joined the insurance company as a party defend- 
ant and the latter disclaimed any liability to 
the plaintiff. 

In holding that the plaintiff had no cause of 
action against the insurance company, the Su- 
preme Court of Wisconsin said that the statute 
in question was purely remedial in character 
and was not meant to be an attempt to govern 
the terms of insurance contracts. Its prime and 
only purpose was to allow third persons who 
had sustained injuries as a result of automobile 
accidents to join as a party defendant, the in- 
surance company which issued the policy to the 
owner of the automobile indemnifying against 
loss due to a particular accident: Unless, how- 
ever, continues the court, the insurance com- 
pany is liable to the owner of car for damages 
which might be recovered against him by the 
third party, the third party cannot maintain an 
action against the company. 

(Franslau vs. Rogan and Federal Mutual Au- 
tomobile Insurance Company, Supreme Court of 
Wisconsin, October 11, 1927.) 


Injuries due to an earthquake may, under 
extreme circumstances, be construed as aris- 
ing in the course of employment. 

An employee of the petitioner was injured by 
broken glass coming from milk bottles which 
were smashed when the wall of a nearby build- 
ing fell, due to the shock of an eathquake. The 
employee at the time was engaged in placing 
milk bottles in a truck in harmony with his em- 
ployment. The Industrial Accident Commission 
awarded compensation to the employee and the 
employer now applies for certiorari for review. 

In affirming the award of the commission, 
the court said that the injuries complained of 
were sustained in the course of employment and 
hence compensation was properly awarded. The 
wounds were inflicted by pieces of broken glass, 
stated the court, and the fact that the employee 
was obliged to handle glass demonstrates that 
his particular duty was subject to risks different 
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WHAT THE RECENT CASES HOLD 

“This policy * * * contains the entire 
contract of insurance, except as it may be modi- 
fied by the company’s classification of risks and 
premium rates in the event that the insured is 
injured * * * after having changed his oc- 
cupation to one classified by the company as 
more hazardous than that stated in the policy, 
except ordinary duties about his residence, ur 
while engaged in recreation, in which event the 
company will pay only such portion of the in- 
demnities provided in the policy as the premium: 
paid would have purchased at the rate within 
the limits so fixed by tre company for such more 
hazardous occupation.” 

Under the above provision, the real question 
is not whether or not the insured has abandoned 
the occupation stated in the policy but whether 
or not, at the time of the injury, the insured 
was engaged in another and more hazardous oc- 
cupation. If at the time of the accident he was 
engaged in a more hazardous occupation or some 
act incidental to it, he is not entirely barred: 
from recovering, but is only entitled to the 
amount of indemnity which his premium will 
purchase in such more hazardous occupation. 
(Barbour vs. Interstate Business Mens Ace. 
Ass'n, Supreme Judicial Court of Maine, 138 
Atlantic Reporter, Sept. 7, 1927.) 


—_—_ 


Where in consideration of a reduction of pre- 
mium rates, a provision of an automobile theft 
insurance policy required the insured to equip 
the insured car with a “Sargeant lock” (which 
is a transmission lock) and to lock the car 
when unattended, it is held that such provision 
constitutes a warranty that the insured would 
use a transmission lock instead of an ignition 
lock when leaving the car unattended. (Pisciotte 
vs. Indemnity Company of America.) 





Where the general agent of an insurance com- 
pany writing burglary told the insured that the 
rental of the insured’s house for a shorter pe- 
riod of time than the vacancy period permitted 
by the policy was satisfactory, the company is 
estopped from claiming forfeiture and defeating 
the policy because of the occupancy of the house 
by the tenant. (National Surety Company of 
New York vs. Fox, Supreme Court of Arkan- 
sas, 296 Southwestern Reporter, 718.) 








from and in addition to those to which other 
people were exposed who work within the ter- 
ritory afflicted by the earthquake. 

(Enterprise Dairy Co. et al., vs. Industrial 
Accident Commission of California et al., Su- 
preme Court of California, Sept. 30, 1927.) 
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Recent Casualty Company Happenings 











The new resident manager in Chicago for 
the American Casualty Insurance Company 
of Reading, Penna., is Joseph F. Connell, 
who has been assistant manager of the Chi- 
cago branch office of the New York Cas- 
ualty Company. Mr. Connell succeeds 
Frank W. Green, who is retiring. 


J. B. Nickels, who has been assistant to 
Joseph F. Connell at the Chicago office of 
the New York Casualty Company, has been 
made assistant manager following Mr. Con- 
nell’s resignation to go with the American 
Casualty of Reading. 


William E. Snyder has been elected fourth 
vice-president of the Central West Casualty 
Company of Detroit, Mich., where he will 
organize and take charge of the surety de- 
partment. Mr. Snyder was formerly su- 
perintendent of the surety department of 
the Columbia Casualty Company of New 
York. 


Edward Brown & Sons have been ap- 
pointed Pacific Coast general agents for the 
Eagle Indemnity Company of New York. 
Edward Brown & Sons also represent the 


Metropolitan Casualty Company of New 


York. 


The Fidelity and Deposit Company of 
Baltimore, Md., has appointed William M. 
Wolfe resident vice-president of the Mil- 
waukee office of the company. Mr. Wolff 
has been manager of the office for several 
years. H.H. Thomas has been made man- 
ager and H. W. Pripps assistant manager. 


Howard G. Crane has been appointed as- 
sistant comptroller of the General Reinsur- 
ance Company of New York. Mr. Crane 
was connected with the National Council oa 
Compensation Insurance for three years and 
came to the General Reinsurance last April. 
He is a fellow of the Casualty Actuarial So- 


ciety. 


Vice-President E. P. Amerine, Assistant 
Secretary W. M. Amerine and Assistant 
Agency Superintendent J. H. Andes have re- 
signed from the Georgia Casualty Company, 
which has recently been purchased by Harry 
C. Mitchell and associates. 


A. H. Scholz, formerly with the Metro- 
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politan Casualty at Chicago, has been placed 
in charge of the casualty department of the 
Chicago office of the Georgia Casualty Com- 
pany of Atlanta. 


J. J. Mullins, who has been manager of the 
fidelity and surety department of the Chi- 
cago office of the London and Lancashire In- 
demnity Company, has been placed in charge 
of agency production. M. L. Blake, who 
has been an investigator in the claims de- 
partment for the past four years, has been 
promoted to succeed Mr. Mullins. 


After a lingering illness, George Leonard 
McNeil, president and general manager of 
the Massachusetts Accident Insurance Com- 
pany, died at his home in Boston recently. 
His length of service with the Massachusetts 
Accident extended over forty-four years. 

At a meeting of the directors of the com- 
pany, Chester W. McNeil was elected presi- 
dent to succeed his father. He has been 
with the company since 1908, during which 
time he has managed various departments 
within the organization. He is a member 
of the Massachusetts bar. 
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AMBULANCE CHASING 


Legal Associations Petition Appellate 
Division for Judicial Inquiry 








THE SPECTATOR’S SUGGESTION 
FOLLOWED 





Appointment of Official Urged as First Step 
in Elimination of Evils in New York 
The “ambulance chaser” as a menace to the 

welfare of the community came under fire in 

New York this week when the Association of 

the Bar of the City of New York, the New 

York County Lawyers Association and the 

Bronx County Bar Association presented a peti- 

tion to the Appellate Division of the Supreme 

Court requesting that a judicial officer be desig- 

nated to conduct an inquiry into the activities 

of unscrupulous lawyers and to exercise the 
power of summoning witnesses, compelling 
testimony and producing evidence. 

This action is in direct line with the sugges- 
tion first contained in a letter written by Arthur 
L. J. Smith, president of The Spectator Com- 
pany, and printed in The Brooklyn Daily Eagle 
of September 21, 1927. That letter said, in 
part: 

As a means toward accomplishing the desired 
reform (in the matter of fraudulent negligence 
cases and ambulance-chasing attorneys) we sug- 
gest that the Appellate Divisions of the various 
departments of the New York Supreme Court 
exercise their disciplinary power over lawyers, 
officers of their courts, and appoint committees 
or referees which would function as integral 
parts of these Appellate Divisions and to which 
complaints could be brought for direct inquiry 


and action. 
In the presentation of the petition for the 


appointment of a judicial officer by the Appel- 
late Division, the Bar Association was repre- 
sented by Charles E. Hughes, president, and 
a special committee; the New York County 
Lawyers Association was represented by Henry 
W. Taft, acting president, and a special com- 
mittee; and the Bronx County Bar Association 
was represented by Bernard S. Deutsch, presi- 
dent, and a special committee. 

In the petition for action, the various inter- 
ests found that solicitation by lawyers of cases 
on a contingent fee basis resulted, in many in- 
stances, in the signing of retainers by persons 
who, because of their injuries or other con- 
siderations, were incapable of exercising proper 
judgment. A survey made by the several asso- 
ciations showed that such retainers are often 
signed without a real idea of their purpose and 
with little or no conception of the ability of 
the lawyers involved. 


National Surety Dinner on January 20 

The annual executives’ dinner of the National 
Surety Company will be held at the Waldorf- 
Astoria hotel, New York city, on January 20. 


Organizing National Mutual Auto Insur- 
ance Corporation 

The National Mutual Auto Insurance Cor- 
poration is being formed in New York city. 
The incorporators of the new venture aré Jack 
Bregman, Julius S. Berg, Harry Bregman, Karl 
W. Glugatch, Herbert H. Roth, Abner M. 
Israel, Herman Rosen, Louis Barber, David 
Rosen, Leo M. Mayer, Lillian Jacobs, Daniel 





Ten Leaders in Steam Boiler Insur- 
ance for the Year 1926—Com- 
piled by The Spectator 

Name and Locazion of 


Company Amount 
Hartford Steam Boiler and In- 

spection, Hartford .......... $3,221,241 
Travelers Indemnity, Hartford. 889,902 
Maryland Casualty, Balto..... 607,198 
Fidelity and Casualty, N. Y... 530,207 
Ocean Accident and Guaran- 

OGS Penile. saci veces Succes 280,840 
Employers Liability, London.. 241,631 
Royal Indemnity, New York.. 198,517 
London Guarantee and Acci- 

dent Landowh va. o02 000 ¥e see 145,526 
New York Indemnity, N. Y... 111,281 
European Gen. Rein., London.. 95,869 


TCM ora ery aka aot! ao $6,322,212 
Percentage of ten leaders to 
totaly TOG! oo ccve ccc Fates ae 99.2% 











Ellison, Samuel J. Katz, Charles T. Shapiro, 
David Probstein, Jacques P. Alper, Jacob 
Radomsky, Julius Berkowitz, Benj. Van 
Blerken, Irving Strauss, Jack Podber, Louis 
Fox, Lawrence Sussman, Milton Jacoby and 


Louis Cohen. 


Howe S. Landers Appointed on Pacific 
Coast 

J. Scofield Rowe, president of the Metropoli- 
tan Casualty Insurance Company, New York, 
has announced that, for the purpose of reor- 
ganizing and strengthening its San Francisco 
service office, Howe S. Landers has been placed 
in charge as special counsel following the re- 
cent retirement of V. A. Hancock as resident 
vice-president. 

Mr. Landers is a member of the firm of 
Landers & Landers, Indianapolis, managers for 
the Metropolitan Casualty Insurance Company 
in Indiana, and is well known in both insur- 
ance and legal circles. He was appointed vice- 
president of the Insurance Federation of In- 
diana and by virtue of that office is general 
chairman of Indiana Insurance Day on Janu- 
ary 24. 


Actuarial Society Examinations 
Richard Fondiller, secretary and treasurer of 
the Casualty Actuarial Society, has sent out 
notice to the effect that examinations for the 
grade of Associate will be held on May 2 and 3. 
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MAY INCREASE CAPITAL 


Hudson Casualty Directors Recom- 
mended Charter Amendment 





NEW FIGURE WOULD BE $1,000,000 





Special Meeting of Stockholders to Con« 
sider Plan on January 20 

Possibility that the authorized capital of the 
Hudson Casualty Insurance Company of Jer- 
sey City may be increased in the near future 
from its present level of $500,000 to $1,000,000 
was contained in a letter sent to stockholders 
of the organization last week by F. Hobart His- 
gins, secretary of the company. The proposed 
increase would, if favorably voted upon at a 
special meeting of stockholders to be held Jan- 
uary 20, be effected by division of the capital 
into 200,000 shares with a par value of $5 
each. In the letter sent out by Secretary Hig- 
gins it was stated that: 


The board of directors of the Hudson Cas- 
ualty Insurance Company, on January 5, 1928, 
adopted the following resolution: 

Resolved by the board of directors of the 
Hudson Casualty Insurance Company that it is 
advisable that the charter of the Hudson Cas- 
ualty Insurance Company should be amended, 
changed and altered so that the fourth section 
thereof shall read as follows: 

“Fourth.—That the amount of the authorized 
capital stock of said company shall be $1,000,- 
000 divided into 200,000 shares of the par value 
of $5 each.” 

Pursuant to the foregoing resolution: 

Notice is hereby given that by order of the 
board of directors a special meeting of the 
stockholders of the Hudson Casualty Insurance 
Company is hereby called to take action upon 
the above resolution, said meeting to be held 
at the principal office of the company, No. 15 
Exchange place, Jersey City, N. J., at 2 o’clock 
p. m. on the twentieth day of January, 1928. 

It is believed that at the special meeting of 
stockholders a regular dividend policy will be 
inaugurated and that some additions will be 


made to the board of directors. 


Preferred Accident Promotes J. F. Ryan 

James F. Ryan, for the past three years 
managing clerk in the legal department of the 
Preferred Accident Insurance Company of New 
York, has been appointed manager of the Bos- 
ton claim department for that organization. 
Mr. Ryan, who is a graduate of Holy Cross 
College and Fordham Law School, assumed his 
new position on January 1. 


Compensation Rating Board Meets Today 

The annual meeting of the Compensation In- 
spection Rating Board will be held at its offices 
in New York city today. Business of the ses- 
sion will concern itself with the selection of 
new members of the governing committee and 
the report of Manager Leon S. Senior. 
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PART=TIME AGENTS 


Executive Scores “Jay-Walkers on 
Highways of Insurance” 








BUSINESS REWARDS EARNEST 
EFFORT, HE SAYS 





Field of Insurance Offers Splendid Oppor- 
tunities to Young Men 
By J. R. Austin 


Vice-President, United Craftsman Insurance 
Company 

I often wonder why there are so many cas- 
ualties in the ranks of insurance agents or 
those who go into the business. We only have 
to refer to the agency department of any in- 
surance company to find that, during the course 
of a year, they have had knocking at their door 
for admission, men from all walks of life, and 
they have gone to the trouble of giving these 
men an agent’s outfit; also have taken a lot of 
time to instruct them in their particular line 
of insurance and find at the end of the year, 
out of the hundred or more agents applying 
for agencies and having secured licenses, there 
are only ten per cent of them doing business 
for the company, and perhaps only five per cent 
doing a profitable business at all. Therefore, 
we have had to contend with a lot of jay-walk- 
ers. 

Mr. Webster’s definition of jay-walker is: 

A gawky person. One who crosses streets 
carelessly and in inappropriate places, or in a 
dangerous or illegal direction, so as to be 


endangered by traffic. ; 
Now, let’s rid the insurance profession of the 


jay-walking agent or the agent who comes io 
one company and then illegally uses it by un- 
fair practices or by securing his license solely 
for the purpose of writing a few friends and 
relatives. Let’s weed out this type of agent by 
not allowing him to enter the agency depari- 
ment until he has sold himself thoroughly on 
the business of insurance and has fixed, in his 
own mind, that he wants to come into the insur- 
ance business as his life work and study to 
improve himself and his qualifications, thereby 
building a successful business for himself and 
his company. We should get rid entirely of 
the man who has only a half-hearted interest 
in his business, by education or elimination. 

I have, in the past seventeen years of my 
experience, seen hundreds of men leave other 
walks of life and come into the business of in- 
surance. Some of them are outstanding suc- 
cesses in their agencies, while perhaps 95 per 
cent of them have sunk into oblivion. Why? 
Because they came in as a “gawky jay-walker,” 
half-heartedly and only as a temporary proposi- 
tion, while the men who have been the outstand- 
ing success have seen and grasped the oppor- 
tunity the business profession of insurance offers 
them, and have profited by it. 

I know of no business or profession that 
offers any greater remuneration for the time 
and labor put into it, than an agency for any 
one of the reliable insurance companies of to- 
day. There is no capital required other than 
So, to the young man out of 


an honest effort. 





high school or college, the field of insurance is 
calling to come and conquer the great profes- 
sion of insurance, and not come into the busi- 
ness in a careless, half-hearted jay-walking way, 
but with the sole determination to make a suc- 
cess of it. This can be done by good hard 
work every hour of the day. Insurance com- 
panies to-day are looking for this type of man 
to put in charge of agencies, which would prove 
very valuable to them as the years go by. 

Several insurance departments are to-day try- 
ing to weed out the part-time agents and half- 
interested men who come as only temporary 
propositions for employment, by holding rigid 
examinations. This is a step in the right direc- 
tion, I believe. 


NOVEL ADVERTISING CAMPAIGN 
Reliance Casualty Holding Prize Contest 
for the Public 

The Reliance Casualty Insurance Company, 
Newark, is in the midst of a novel advertising 
campaign designed to bring the special automo- 
bile coverages it has to offer direct to the at- 
tention of the public. Russell B. Taylor, vice- 
president and general manager, says the com- 
pany has utilized large posters to tell the public 
of a contest that has been arranged. ° 

Those entering the contest are asked to fur- 
nish replies to a questionnaire dealing with the 
advantages of a company in the position of that 
of the Reliance Casualty and, in addition, they 
are required to write a short statement of about 
150 words on “Why I Carry My Automobile 
Insurance in the Reliance Casualty.” Prizes 
will be offered the winners of the contest, and 
all replies to the questionnaire, together with 
the essay, must be in by March 15. 

The campaign is being “tied in” with the 
automobile show which opens this week in the 
Armory in Newark, and Vice-President Taylor 
says that results, even up to date, have been 
most satisfactory and indicate a general public 
interest in the plan of experience rating by 
which automobile liability policyholders of the 
Reliance Casualty receive the benefit of their 
own careful driving in the form of rate reduc- 
tions. 


Made Eastern Agency Superintendent for 
Continental Casualty 

Harlow G. Brown has been appointed Eastern 
agency superintendent of the Continental Cas- 
ualty Company, Hammond, and will have his 
headquarters at the New York city branch of 
the organization. In addition to handling the 
development of casualty, surety and fidelity lines 
for the Continental Casualty, Mr. Brown will 
also have jurisdiction over the same classes of 
business for the National Casualty of Detroit, 
which began such writings on the first of the 
year. 


Massachusetts Bonding to Increase Capital 

The directors of the Massachusetts Bonding 
and Insurance Company, Boston, have increased 
the dividend rate from $12 to $14 and the new 
issue of stock, to be sold at 300 per cent is to 
be made, of which $500,000 will apply to capital 
and $1,000,000 to surplus. 
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OPPOSE NEW RATES 





Revised Auto Liability Schedule Ques- 
tioned in Some States 





INJUNCTION VACATED IN MICHIGAN 





National Bureau Officials Supplying Data 
to Insurance Departments 

Opposition to the new private passenger car 
automobile liability insurance rates has definitely 
developed in some quarters. In THE SPECTATOR 
for December 29, it was noted that the Mich- 
igan Insurance Department had withheld ap- 
proval of the increases and had sent out a let- 
ter, through the deputy commissioner of that 
division of the State’s activities, in which data 
justifying the rate increases were sought. 
Action in the Wolverine State on this question 
is temporarily suspended pending receipt of the 
desired information. 

In Detroit, the Federal Automobile Club of 
that city had obtained an injunction against 
several of the companies writing automobile 
liability business there restraining them from 
putting the new rates into force in that terri- 
tory. A hearing was held on the problem last 
Saturday and the restraining order was set 
aside with the result that the new rates go into 
effect at once in Detroit. H. P. Stellwagen, 
secretary of the National Bureau of Casualty 
and Surety Underwriters, and E. E. Robinson, 
manager of the automobile department of the 
Bureau, were present at the hearing. It is 
claimed that the increase in the Detroit terri- 
tory, amounting to about 13 per cent, compares 
favorably with the average countrywide increase 
of 16 per cent and that the rates there, even 
with the increase, are not as high as they were 
three years ago. 

Opposition to the new rates has also come up 
in Wisconsin where a hearing has been set 
for to-day and where approval of the revised 
schedule has been held up pending the result 
of the hearing. Badger State officials are said 
to feel that the experience on automobile lia- 
bility lines in that section has been such as not 
entirely to justify the rate increases applied by 
the National Bureau. 

Oklahoma, too, has taken action similar to 
that in Michigan and Wisconsin and has re- 
fused approval of the new rates pending a re- 
view of the exact status of loss ratios there. 
The requested data have been forwarded to the 
insurance department by the National Bureau 
of Casualty and Surety Underwriters. 


Celebrates Thirty-Fifth Anniversary 

W. G. Wilson, of Cleveland, Ohio manager 
of the A&<tna affiliated companies, celebrated his 
thirty-fifth anniversary as a representative of 
the Attna companies last week. For thirty-four 
years he has been their Ohio manager. Mr. 
Wilson received a flood of letters, telegrams, 
floral tributes and personal visits. Among the 
floral pieces was one from the home offices of 
the company at Hartford. Mr. Wilson’s of- 
fice produces several millions in premiums each 
year, over a million of which is credited to his 
personal account. 
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LEON IRWIN & CO., Inc., New Orleans, La. 
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Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
utomobile of Hart- National Liberty of New eonien 
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BROKERS’ LINES SOLICITED 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg, ATLANTA, GA, 























Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


H. J. WERDER 
Translations 
from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 
English. 
20 years insurance experience 
FIRE AND MARINE WORK 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 
Ask for Rate Card 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


JAMES R. COTHRAN 
Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 

















Woodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of Insurance and for i 
Funds—Examinations and Appraisals—Statistical Serviee and 
Installations—Companies and Associations managed under 
contract—Office Systems and Reorganizations—Insurance Ac- 
counting and Auditing. 
75 Fulton Street New York 


T. J. McCOMB 
* CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


F. M. SPEAKMAN, C. P.A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 





JAMES H. WASHBURN, F. A. I. A. 
f CONSULTING ACTUARY 
LIPE INSURANCE Ordinary. Intermediate, Group, 
Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: QGertract, New York 
165 BROADWAY NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
gurance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 

I. Introduction. . 

II. The Construction of New Mortality 

Tables by the Association of German 
Life Assurance Companies. 
III. Aggregate and Select Tables. Their 
Nature and Their Value in Practice, 
IV. Arrangement of the Tabulated Func- 
tions for the Final Life Tables. 
V. Exposed to Risk and Deaths for Every 
Entry Age and Duration. 
VI. The Aggregate Life Table. Elementary 
and Monetary Functions 4 Per Cent. 
VII. The Select Life Table. Elementary and 
Monetary Functions 4 Per Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 
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CHICAGO NEW YORK 














HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 


E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 
205-212 Old Colony Bullding 37 W. Van Buren Street 


Chicago, Iilinols 
Our services are available for all kinds of actuarial work and 
insurance counsel. Annual statements prepared on short notice, 
rate books compiled or revised, policy forms constructed, ac- 
counting systems advised or installed. 

















GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 











HENRY R. CORBETT 


ACTUARY 


Specialty—Pension Funds 
and Employee's Benefits. 


175 W. JACKSON BLVD. CHICAGO 








A NEW BOOK!! 


Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
23. * . 5. C8 20 -* ...... 36:00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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National Surety Makes Novel Presentation 
to William B. Joyce 

In behalf of the supervising agents and branch 
offices of the National Surety Company 
throughout the country, Vice-President John L. 
Mee forwarded to William B Joyce, chairman 
of that company, at Beverly Hills, Calif., a 
parchment, signed by each leading field repre- 
sentative, wherein Mr- Joyce was presented with 
agency applications from approximately 300 
towns where, heretofore, that company was not 
represented. 


Rhode Island Industrial Safety Conference 
to Be Held on January 17 
Accident preventionists from various cities in 
New England are looking forward to attending 
the Rhode Island Industrial Safety Conference, 
which will be held at the Hotel Biltmore, 
Providence, on January 17. 





Auto Liability 
(Concluded from page 3) 
difficulty of fixing the blame in the average 
automobile collision case is such as frequently 
to render the result of a jury trial largely a 
matter of gamble both as to liability and dam- 
ages. 

Declaring that the situation was too complex 
to permit of any one of the several compulsory 
automobile liability measures already produced 
being endorsed by its members, the committee 
said that it even refused to endorse the principle 
until better information was available. In dis- 
cussing the problem, the report said: 


We are strongly impressed with the neces- 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 








Statement as of 
December 31, 1926 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets....... $8,257,284 
OS Pee err 1,500,000 
MI as soon. vee 500,533 


Fourteen YearsofSteadyGrowth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 
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sity for a change in our present method of 
dealing with accidents from the use or opera- 
tion of motor vehicles on public highways. 

It has been strongly urged that a thorough- 
going method of reforming the situation above 
outlined, calculated to reach at the same time 
the evil of calendar congestion and the social 
and economic problem, would be to apply the 
principle of the workmen’s compensation law 
to compensation for injuries resulting from mo- 
tor vehicle accidents. This would be done by 
requiring every owner of a motor vehicle, as a 
condition of obtaining a license to operate what 
the courts have deemed to be a dangerous in- 
strumentality over the public highways, to pro- 
vide compensation for the disability or death 
of any person caused by an injury arising from 
the use or operation of a motor vehicle on the 
public highway without regard to fault as a 
cause of the injury, except, of course, that 
there should be no liability for compensation 
when the injury has been solely occasioned by 
the intoxication of the injured person or by will- 
ful intention of the injured person to bring 
about the injury. Such compensation would be 
secured either by the owners insuring and keep- 
ing insured the payment of such compensation 
in a State fund, administered by the insurance 
department, analogous to the case of workmen’s 
compensation, or by procuring the required in- 
surance from an insurance company, or by be- 
coming a self-insurer under permission and 
regulations of the Superintendent of Insurance. 
In case of injury, by administrative methods 
similar to those in the workmen’s compensation 
law, the injured party, or in the case of death, 
his next of kin would be entitled to receive 
compensation, up to a stated maximum amount, 
based upon wages and earnings, as in the case 
of workmen’s compensation. 


V. A. Hancock and Warren Griffith Leave 
Metropolitan Casualty 

V. A- Hancock, vice-president of the Metro- 
politan Casualty Insurance Company of New 
York, and in charge of the executive office of 
the organization in San Francisco, has resigned 
as of February 1. Warren Griffith, assistant 
vice-president of the Southern California 
branch of the company at Los Angeles, is also 
leaving the company on the first of next month. 


REARRANGES BUFFALO FACILITIES 
Metropolitan Casualty to Be Represented 
Through New Organization 


Announcement has been made by J. Scofield 
Rowe, president of the Metropolitan Casualty 
Insurance Company, New York, of an im- 
portant rearrangement of its representation in 
Buffalo, following the recent merger of the 
John P. Hancock Company, its Buffalo general 
agents, with Park Thomas & Co. of Buffalo. 
The new company, which is to continue in the 
general insurance business under the name of 
John P. Hancock Company, Inc., will have a 
capitalization of $250,000, with capital and sur- 
plus of $350,000. 

Coincident with the merger, which became ef- 
fective on January 3, the John F. Hancock 
Company, as general agents. will assume activ2 
management of the interests and development 91 
the business of the Metropolitan Casualty In- 
surance Company in Buffalo and Niagara 
Falls. The territory assigned also includes the 
following counties: Erie, Niagara, Orleans, 
Wyoming, Chatauqua, and Cattaraugus. 

A. P. Newton, who was appointed manager of 
the Metropolitan Casualty’s Buffalo branch of- 
fice when it was opened May 1, 1925, and 
whose capable supervision has resulted in de- 
veloping a substantial volume of casualty in- 
surance and bond business, becomes associated 
with the John P. Hancock Company as manager 
of the casualty and bonding departments; A. E. 
Vicent becoming superintendent of the casualty 
department and Frank L. Betts superintendent 
of the bonding department. George Bleistein 
will be manager of the Buffalo office. 


William J. Lewis Resigns 
William J. Lewis, vice-president of the De- 
troit Fidelity and Surety Company, has re- 
signed from that post. Announcement of the 
resignation was made by President Homer M. 
McKee of the company. 
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mi: HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 
NORFOLK, VA. 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 








Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 
Life Insurance Co. 


of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 

















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH , BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 
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F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
855 Asylum Street Hartford, Conn. 
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RO Beet R. CLARK, U. S. Manager 
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Equitable Life and Casualty Insurance vat 


OFFERS: The public the greatest value on the market including, Life time © 
on-prorating and non-cancellable features—Backed 
by a second to none claim paying reputation. 


To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 


360 North Michigan Ave., 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Con- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new beuefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 
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Cc. R. STREET, Vice-President 


PACIFIC DEPARTMENT 
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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. 


vestigate. 


It will pay anyone interested to in- 


All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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New Hazards Cause of Increasing Losses on 
Farm Insurance Policies 


Interview With C. Weston Bailey, President of the American Insurance Company 
of Newark, Results in Brilliant Analysis of Conditions 


{ HE ever-present and seemingly unsolv- 
\ able farm problem as discussed in the 






political news of the day has many 
times led me to wonder just what part insur- 
ance companies are taking in making the posi- 
tion of the farmer economically sounder. Farm 
insurance has been a subject somewhat sur- 
rounded by mystery, perhaps because of the 
scarcity of competent underwriters. Convinced 
that the subject must be as interesting to others 
as to myself I armed myself with a set of ques- 
tions the answers to which I felt would be 
enlightening and called upon C. Weston Bailey, 
president of the American Insurance Company, 
of Newark, N. J., who is well known to be 
one of the best posted and most successful of 
the farm insurance underwriters. After look- 
ing them over Mr. Bailey felt that some study 
would be necessary to make proper and thor- 
ough answer to the questions. Accordingly I 
left them with him upon his promise to an- 
swer fully by letter. 

The questions which I propounded to Mr. 
Bailey follow: 

_ In view of the general belief that the insur- 
ing of farm buildings has been unprofitable in 
recent years, it would be interesting to know 
what the experience of such a company as the 
American of Newark has been with this class 
of properties, year by year, in the past decade. 

If such business has been increasingly un- 
profitable, what is the reason? 

What are the remedies for the unprofitable 
conditions ? 

Agriculture, being a basic industry, must be 
protected by insurance, and some means must 
be adopted, whereby farmers and mortgagees 
can secure necessary insurance. 

Would it be feasible to form a pool or cen- 
tral underwriting bureau among the stock com- 
panies for the writing of farm risks, there be- 
ing a sufficient number of companies to render 
the participations relatively small? 

Could not such a bureau, through its agents 
and inspectors, co-operate with farm owners 
in securing improvements in risks? 

As farm buildings protected by lightning rods 
seem to burn with much less frequency than 
those not so protected, could not the central 
bureau urge the protection of a large proportion 
of farm properties by the use of approved light- 
ning rods? ; 

Might it not be possible to establish volun- 
teer fire departments for rural districts, with 
apparatus located at central points and some 
appropriate system of fire alarm signals? 

Would it not also be possible for the cen- 


By Artuur L. J. Smita 


tral bureau to induce-farmers to install hand 
fire extinguishers and barrels of water with 
pails at various places about the premises? 

Would it not be feasible by such means to 
place the underwriting of farm properties upon 
a reasonably profitable basis without any mate- 
rail increase in rates? 

In accordance with his promise Mr. Bailey 


sent me a lengthy letter in which the entire 
situation is intelligently and expertly reviewed 
by a man obviously well informed on the sub- 
ject. Mr. Bailey’s letter is attached: 

Dear Mr. Smith: 

The questions which you propounded to me 
in your inquiry are such that it required con- 
siderable study and reflection before I could 
give you my views in regard to the serious 
problem of insuring farm property. 

In the first place, I would have you under- 
stand that our experience in this class is con- 
fined almost entirely to the Middle West. We 
are avoiding farms in the New England, Mid- 
dle, Southern and Pacific Coast States, with the 
exception of the States of Alabama, Arkansas 
and Tennessee. We have not operated a farm 
department in the South long enough to give 
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any figures that would be of special interest. 
However, as far as we have gone with our 
Southern farm business it has been unprofit- 
able but we propose to stick to it until we find 
out whether, over a period of years, we are 
able to make a profit. Therefore, any state- 
ments made to you in regard to insurance of 
farm property refer to the Middle West, where 
we have a farm department and write a volume 
of farm business. Our experience over a pe- 
riod of ten years has shown a loss ratio of 54 
per cent. This includes the tornado premium, 
which hazard is written under a combined pol- 
icy covering the fire and tornado hazard, which 
is obtained in almost all cases in writing farm 
insurance in the Middle West. It is the tor- 
nado business which has contributed to produc- 
ing a loss ratio of 54 per cent. Over a period 
of five years our fire and lightning farm busi- 
ness shows a loss ratio of about 65 per cent— 
excluding tornado premiums. 


The increasingly unprofitable experience on 
farm business is due to several causes, among 
them the added hazard due to the increasing 
use of power farm machinery; the inability of 
the farmer, from his farming efforts, to obtain 
a return sufficient to pay his living expenses 
or to pay interest on borrowed money and to 
keep up his automobile; the storage of auto- 
mobiles and the gasoline hazard; electric wir- 
ing and appliances; the tendency to build larger 
barns, thus increasing the area hazard and the 
hazard of congested values under one roof; 
scarcity of farm labor has resulted in the lower- 
ing of the standard of such employees; cigar- 
ette smoking; and perhaps the greatest of all 
is the increase in moral hazard. When the 
farmers are prosperous the business of farm 
insurance is profitable. The prosperity of the 
farmer, or its reverse, is an unerring barometer 
by which the results of farm insurance opera- 
tions can be gauged. If the business of farm- 
ing could again be placed upon a profitable basis, 
such as it enjoyed during the war period for 
instance, there would be no complaint as to re- 
sults by companies writing this class, Not all? 
of the effects of the moral hazard, however, 
should be laid to the door of the farmer him- 
self. Speculators who have sold farms at high 
prices, and even money lenders and others hav- 
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ing a collateral interest in farms, are some- 
times interested in the securing of cash, only 
made possible through a fire insurance policy. 
Another cause which has contributed largely 
to the unsatisfactory experience is that of wind- 
storms and tornadoes. For some reason, yet 
unaccounted for, tornadoes have been occur- 
ring with greater frequency than in former 
years. Small wind storm losses have become 
numerous during the failure of owners to keep 
roofs in condition and to make other needed 
repairs. The modern farm barn is not con- 
structed as substantially as the old type. Barns 
are being built quite generally with open hay 
mows, of the hip-roof variety, not tied together 
with heavy timbers such as characterized the 
construction twenty-five years ago. This has 
made them more vulnerable to the attacks of 
wind. storms which left the old type of barns 
unscathed. 

To my mind the remedies for the unprofit- 
able conditions are: better crops and/or better 
prices for crops and the other products of the 
farm; more time should be put in tilling the soil 
and less time attending circuses, carnivals, pub- 
lic speaking and gala events; also the avoid- 
ing, as much as possible, of the unnecessary 
use of the automobile. It is necessary, in han- 
dling this branch of the business, to have un- 
derwriters who are experienced and discriminate 
between the profitable and unprofitable sections 
of the various States in which they operate. 
Care should also be taken in the selection of 
risks. 

Concerning the pool idea which you present, 
I do not believe that such a plan is feasible. 
As to the forming of a bureau towards the im- 
provement of the business, this is already re- 
ceiving considerable attention from the Farm 
Association in the Middle West. They are 
conducting quite an educational program, car- 


ried on through the farm journals, the National 
Fire Prevention Association and the National 
Farm Bureau, which cannot fail to have a bene- 
ficial effect upon the business. These organiza- 
tions have already done distinctive work in 
connection with the proper installation of light- 
ning rods and have encouraged same through 
recommending a credit in the premium rate on 
buildings so equipped, which recommendation 
have been adopted in most States. It is quite 
likely that 50 per cent of the barn buildings in 
the Middle Western States are now rodded. In 
addition to the educational program, the Farm 
Association has furnished speakers and made 
contracts with broadcasting stations for the dis- 
semination of fire prevention information over 
the radio. It has participated in the publicity 
program of farm journals which have preached, 
and are preaching, in the, editorial columns, the 
gospel of fire prevention. In the same way 
they have encouraged the formation of rural 
fire departments, some of which are already in 
operation. However, such organizations would 
not prove of very much value except in very 
thickly settled communities. The plan would 
be hampered by the lack of proper and adequate 
water supply. 

In regard to installing hand extinguishers and 
barrels of water with pails at various places 
about the premises, I have a good deal of doubt 
as to whether this could be done and, if done, 


whether the farmers would keep the barrels. 


filled and would see to it that the pails were in 
place. 

Our trouble is not entirely due to the lack 
of interest in fire preventive methods on the 
part of the farmer. If we should assume that 
there was an entire absence of moral hazard 
it should not be overlooked that, under the 
many new and various hazards which have 
crept into the business of farming, there has 


heen an apparent increase in the burning ratio. 
Incubators, brooders, acetylene gas plants, delco 
lighting plants improperly installed, the use of 
electricity for power purposes in buildings, 
have brought an increase of hazard and have 
increased the burning ratio. And we must not 
lose sight of the fact that the cost of making 
repairs, from damage by lightning and small 
fires, has increased tremendously and affects 
not only the results under the fire policies but 
damage by tornadoes as well. A damage which 
ten or fifteen years ago, in many rural sections, 
could have been repaired for $15 would cost 
from $50 to $60 to repair to-day. 

The effect of moral hazard on our business 
is quite a serious one, brought about by the 
depression in the value of the farm land and 
there also has been a great depression in the 
value of farm improvements. Too frequently 
the buildings are over insured and this in itself 
creates a moral hazard. Under present condi- 
tions there will be little profit in the farm busi- 
ness until there has been a substantial advance 
in fire and lightning rates. Even with increased 
rates the underwriters must revise their ideas 
as to the amount of insurance which should be 
written on farm improvements. 

Some years ago we wrote farm business in 
New Jersey but it became so unprofitable we 
gave it up. One reason the stock companies 
have been unable to make a profit is due to the 
fact that in the better farming communities the 
best class of business goes to the mutual com- 
panies which leave the poorer risks for the 
stock companies—hence the difficulty of show- 
ing a profit as we are not getting a fair average 
of business. 

I have tried to give you some idea of the 
problems of writing farm business at the pres- 
ent time and trust that what I have said will 
be of interest to you. 








LOSSES ON STANDING TIMBER 
Business in Michigan Was Exceptionally 
Good Last Year 
LansinG, Micu., January 2.—Advocates of 
extending insurance protection to standing 
timber were presented with some encouraging 
figures this year in the conservation depart- 
ment’s report on the Michigan forest fire loss 
for 1927. The loss, totaling $65,034, was the 
lowest in many years, officials of the department 
said. Little merchantable timber was included 
in the loss statistics, it was indicated, the total 
loss to this class and to forest product amount- 
ing to but $7931. Loss to second growth and 

other vegetation totaled $57,103. 

The unusually good record this year was 
made in the face of one of the worst summer 
drouths ever experienced in the State. Im- 
proved fire-fighting equipment furnished by the 
State, together with better methods of fighting 
woods blazes and a more efficient organization 
are believed to reduced the toll. Further exten- 
sions of the State’s fire-fighting methods are 
planned for next year and observers are coming 
to believe that the forest fire situation may 
eventually be controlled on the same basis as 
the fire situation in the average city, through a 





well-organized fire-fighting force and adequate 
equipment. Should such a condition be brought 
about, many insurance men believe that the com- 
panies would be willing to assume part of the 
hazard for property-owners who would like to 
co-operate with State and nation in growing 
timber for future needs. 


The Dictionary of Fire Insurance 

The Dictionary of Fire Insurance, edited by 
Bernard C. Remington, F.C.I.I., and published 
by Sir Isaac Pitman & Sons, Ltd., is a compre- 
hensive encyclopedia of the law and principles 
of fire insurance and of British and foreign 
practice. The scope of this book of 480 pages 
is very wide and it embraces contributions from 
over forty fire insurance officials and other ex- 
perts. This valuable work contains over 600 
articles and hundreds of references and sub- 
paragraphs dealing with every aspect of the 
subject, including many items of information 
never previously published. The data are ar- 
ranged in dictionary form, subjects being listed 
alphabetically and covering a very broad range 
of topics of interest to fire underwriters. For 
example, a few of the subjects listed under “A” 
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in the alphabetical: arrangement are the follow- 
ing: Abandonment; Accommodation Lines; 
Accumulation of Fire Risk; Accumulator 
Charging; Acetylene Gas; Action on Policy; 
Adjustable Policies; Aeroplane Factories; 
Agents; Alarms (automatic); Algeria; Altera- 
tion in Risk; Alteration of Policies; Ambigu- 
ity; Annual Rescession Clause; Arbitration; 
Architects Fees, Argentina; Arson; Assign- 
ment of Policy; Assistants’ Clause; Australia; 
Average. 

The Dictionary of Fire Insurance is a com- 
bined textbook and reference book. 

It is well cross-indexed and contains refer- 
ences to legal cases; specimen policies; exam- 
ples of importance, claims, cases, etc.; and much 
other information which all underwriters and 
students are likely to need and to want 
promptly. Important subjects are given ample 
space and full explanation, but the book is com- 
pact in its make-up and arrangement and pre- 
sents a great amount of serviceable knowledge 
in condensed form. It is bound in half-leather, 
its size being 7 x 10% inches, and is well printed 
on stout paper suitable for frequent references. 
This useful work may be procured through The 
Spectator Company at $8.50 per copy. 
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The “Cub” Gets the “Boss” to Tell Why Giving Ideas 
May Be a Means of Getting Inspiration 


By A. PARKER PUSHER 








é ‘H OW does it come, Boss, that those 
advertising managers who went to 
Chicago talked so freely about 
what they have done with their advertising and 
the results it brought,” asked the Cub one 
bright wintry day. 

You see, he is the young chap in training to 
some day take the place of the director of pub- 
licity, advertising, sales development and pub- 
lic relations with the company whose bread he 
ate and whose songs he sang. The Boss, that 
rather new and to some an altogether baffling 
character was an advertising man, trained in 
advertising in another branch of big business 
and brought into the insurance game when the 
company that employed him concluded that it 
might be good business to have an expert 
around the place. 

And that was not such a bad idea, at that. 
The Big Chief boasted that he had a bunch of 
trained local agents to solicit his business, 
experienced underwriters to pass on it, expert 
accountants to record it, and big banking con- 
nections to help him invest the money, to say 
nothing of professional adjusters to pay out 
his losses, and engineers and lawyers and clause 
and endorsement experts galore, each doing 
some essential and particular part of his work. 
Why, then, he reasoned, should he not have an 
expert and highly trained advertising man take 
charge of the job of telling the world all about 
insurance and that company in particular? 

So that is where the Boss, the chap that we 
are talking about comes in. When he was 
hired his duties could not be exactly defined. 
That’s why his title was considerably bigger 
than the figures on his pay check. When he 
started with his work he had little more in the 
way of duties than Kipling’s water boy had in 
the line of uniform. It was “nothing much 
before and slightly less than half of that be- 
hind.” But that did not daunt the advertising 
man. He knew jolly well that he could quickly 
advertise himself into something to do. 

Hence the Cub, the Boss’s man Friday; his 
helper ; his inspiration; his understudy ; the man 
who was to take the Boss’s place when he grew 
old or heard the call of two dollars saying 
“come with us,” while only one sang “stay 
where you are.” 

But to get back to the story. 

That day the Boss had shown a new trait. 
He left the peace and seclusion of his private 
office and walked to the plain, simple, flat-topped 
desk of his assistant. He had found that worthy 
student reading—not for mere amusement but 
for help and ideas. He was reading about the 
recent convention of the Insurance Advertising 
Conference held in Chicago. It was this line of 
reading that had prompted the question that 
first caught our attention. 





And, mind you, that particular day the Boss 
felt that he was more than task master. He 
had learned to get a kick out of watching the 
Cub struggle with a new idea, watch him catch 
it, get it, and then see what the youngster did 
with the idea once he had it. Perhaps that was 
why he was so patient with questions that 
would exasperate Job and try the forbearance 
of a traffic cop. 

So this morning the Boss strolled out to the 
Cub’s desk. He sat down on the corner of it. 
He became almost, but not quite, chummy; that 
is, he sat there with one heel hooked on an open 
drawer, and repeated the Cub’s question: “Why 
do advertising men talk so freely at conventions, 
when other competing advertising men are list- 
ening in? I’ll tell you if you will follow closely. 
Some men discuss what they have done and 
what they are doing because they want to get 
inspiration for other things. Others talk about 
their work because it is all they know to talk 
about. There is third group that talks because 
—oh, just because the men in the first two 
groups do and they would rather be dead than 
silent and out of the style— 


“You see, there is nothing in all business that 
is further from a secret than a bit of adver- 
tising to another advertising man. Ingersoll 
said, ‘As a drop of dew contains the image of 
the earth and sky, so all there is of life was 
mirrored forth in Shakespeare’s brain.’ Show 
me a page of color advertising in the Post, for 
instance, and I’ll tell you the exact date upon 
which the next one of the cycle will appear aad 
I don’t need to see the advertiser’s schedule 
either. If it is one of a long series, I'll build 
that schedule backwards if you want to have 
me, and I’ll tell you very likely by the looks 
of the advertisement the agency that handled 
it, the artist that drew the illustration and how 
much the space and the fixings cost. An adver- 
tisement tells what it wants the public to know 
and to do, so there is no secret there. Advertis- 
ing, when it becomes advertising lets nearly 
all the little kittens out of the burlap. You 





The accompanying article is the sixth 
of a series of twelve which will appear 
in THE SpEcTATOR from month to month. 
A. Parker Pusher is a man of standing 
in the insurance world, connected with a 
prominent company—a member of the 
Insurance Advertising Conference—who, 
in these articles, sets out in an inter- 
esting and readable fashion, some ideas 
which have been evolved in his facile 
brain. They are well worth reading. 
—Enpitor’s Note. 











see, advertising is a poor way to build up 
secrets. So there can be no harm in talking 
about advertising history—but future plans, 
that’s something else again. Results! Yes, they 
can be made mysterious, but what is the use.” 

The Boss slowed down in the current of his 
discourse. He moved slightly, as though about 
to go back to his own desk. 

To the Cub’s quick acting wit that would 
never do. The Big Chief might go by and it 
would be fine business for him if this Chief 
saw the boss and his assistant talking, man to 
man, about the important work they had to do. 
That is what the youngster thought, but his lips 
asked: 

“You just said that some advertising men dis- 
cuss what they have done and what they are 
doing to get new ideas, ‘inspiration for other 
things’—I guess you called it. What the deuce 
do you mean by that?” 

“I mean a lot by that. I’m proud of you. 
You are showing your training by keeping the 
main thought in your mind. 

“We, you, me, anybody, learn mighty little 
in this life from being told. I mean we re- 
member mighty little of what anybody tells us. 
What you read actually does you little real good 
or adds but very little to your store of knowl- 
edge. The same is true of what you see. Yes, 
and it is also true of your own personal experi- 
ence. You learn little from doing a thing. 


“But what does add to your store of usable 
knowledge and your wisdom; meaning by that 
a rounded knowledge with the capacity to use 
it, is your own thoughts, and these thoughts 
can be started by any of the methods I have 
just mentioned. Go to these meetings or con- 
ventions, or just out to lunch with some fel- 
lows who are reputed to be clever at their 
work, and watch the faces of the men you 
know are getting on because they have some- 
thing on the ball. They pay close attention to 
a speaker, but are not enraptured so their own 
minds stop working. When a speaker gets done 
they don’t have a notebook full of the things 
he said. They may, very likely will, have notes, 
but they will be some fact dug out by the speaker 
or the key of some line of thinking the speaker 
started in the listener’s own head. 


“When these men talk to others they try 
to be interesting and entertaining, it is true, but 
their real compensation comes, not in the ap- 
plause and the approbation of their fellows, but 
from the stirring up of thoughts the making of 
the speech may cause. That’s why Chauncey 
S. S. Miller is so keen for a round table, or 
that chap Longnecker of Hartford would walk 
a mile to hear some advertising man in another 
line strut his stuff, or when any of the men 
you know in this business of ours have their 
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-own little pet sort of a meeting. They like 
the things that provoke thoughts, for thoughts 
sometimes crystalize into ideas. 

“But, boy, you must, as you grow in adver- 
‘tising, watch the source of your thoughts. It 


-don’t pay to listen to everybody. Why, I have 
seen advertising managers give a fellow crafts- 
‘man’s mind a bum tip by- an unsound thought 
provoker and then, as the listener seemed to 
rise to the bait, a crinkled smile would crawl 
-over the crafty one’s face until he looked for 
all the world like a fellow who had watched 
a business rival make the first payment on 
‘Brooklyn Bridge.” 

The Boss had uttered a mouthful. The Cub 
probably wanted to say so, but instead he tried 
to prolong the lesson, for he had a lot of 
thoughts half formed into ideas that he wanted 
to build upon and follow through during the 
‘long lonely hours between dinner and bed time. 

But he followed one right then and there. 
“You talk as though these good ideas just 
came. How can a fellow get the big idea he 
is looking for; the one he needs when he needs 
it?” 

“It can’t be done. I can’t and you can’t bat 
out ideas upon demand, any more than Babe 
Ruth can knock out a home run every time he 
‘comes up to bat. When Ruth makes a home 
un there are a lot of elements that are right. 
‘He gets the sort of a ball that he can hit, he 
wants to hit it, he is feeling fit and the home 
run comes. He does more than the average ball 
player because he has trained his whole mind 
and body to recognize these favorable factors. 

“To get the big idea in advertising you must 
have a lot of usable knowledge about the 
thing you want to advertise and the people to 
whom you are going to advertise, and with a 
head full of usable knowledge of the art, you 
must do something that will start a train of 
thought that will lead to an idea, and be ready 
tto grab the big idea when it comes, even though 
it be disguised like Lon Chaney. You must 
really want to do the thing—not merely wish 
you could. And to get good ideas, or the habit 
of getting good ideas, you must go where good 
ideas are. 


“Getting ideas is like getting rich. I once 


asked a wise old Jewish business man to tell 


me why so many of his people got rich. I'll 
never forgot his answer. ‘Every man can’t 
have money when he starts, but he can go 
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where the money is, where fortunes are being 
made, and then when men are getting rich, he 
can get rich too,’ 

“Go wherever advertising thoughts are being 
molded into advertising ideas. Listen to all the 
speeches you can hear; read the advertising 
books and plans and reports, but don’t expect 
writers or lecturers to give you a ready-to-take- 
to-the-office-and-use idea. It is not being done 
and nowhere in the books will you find the lay- 
out or copy of plan for that booklet I told you 
yesterday to get started on. It is good that it 





can’t be found in a book, for if it could there 


would be no reason for hiring you. That’s 
what I came out here about, anyway.” 
I wonder if that Boss is right? Perhaps ad- 


vertising lunches, advertising conventions, lec- 
tures, books and the like are used with success 
or without success according to the spirit of 
those who have ears to hear or eyes to see. It 
does seem that those who give the most get the 
most. Perhaps there is a self-starter for an 
idea here that may be welcome to somebody’s 
mind. Who can tell? 


Graft and Adjustment 


By Joun H. Meuse 


Sometime ago, our assured, through his 
broker, notified my company that he had an ac- 
cident with one of his trucks. He did not think 
very much of the affair, merely stating “His 
truck collided with a barricade around some 
excavation, and that a small girl had been 
hurt, but that she ran home.” 

My company insured two trucks for this 
firm, and, due to a reduction in premium, the 
assured agreed that each truck was to be oper- 
ated by a competent driver, giving the name of 
each man, which was set forth in the policy. 

My company, upon receipt of the first 
notice of accident, proceeded along the usual 
lines, and I was given the case. I tried to 
make an appointment with the assured’s driver, 
but for some unknown reason, I was held up 
for two days, and when I became insistent, I 
was compelled to pick up the truck, while deliv- 
ering merchandise. I met the truck in one of 
our West Side streets and proceeded to take a 
statement from the driver. 


Driver Hap No LIcENSE 

The usual questions were asked and when the 
driver was asked to show his license he said 
that he did not have one. When asked the rea- 
son, he replied he was only 17% years of age 
and had never driven a truck in New York 
city, but that he had a license to drive cars in 
New Jersey. Upon further questioning I found 
that this driver had never driven a truck of 
any size, and the one he was driving weighed 
2% tons. 

This was a direct violation of the Motor 
Vehicle Laws, and it became necessary to see 
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the assured at once and call his attention to the 
facts in this case. In the meantime, I examined 
the application in our files and saw at once 
that this driver’s name did not appear in the 
policy or application for this particular truck. 
The company notified the assured that he had 
violated the terms of his policy and that he 
would have to defend any action that may be 
brought by the injured party. 


His ExpLaNaTION 


When I pressed the assured for an explana- 
tion as to why he had not notified us as to the 
change of drivers, he meekly replied, “Well, I 
thought I could save money on my drivers, I 
was paying them too much and I found I could 
get cheaper help.” So far so good. The as- 
sured then begged us to defend him in case an 
action would be brought stating he would stand 
two-thirds of the amount my company would 
settle for. 

The driver and his helper gave me a meager 
story of how the accident happened but being 
that they were both young and inexperienced 
their stories were more or less contradictory. 
There was an excuse for the driver, as he told 
me he had been handled pretty roughly by a 
police officer, and he was frightened. What act- 
ually occurred is as follows: The truck was be- 
ing driven at a moderate speed in a northerly 
direction on an avenue where there is an “L” 
road, street car, etc. This avenue was excavated 
for some distance, in order to lay new pipes or 
conduits, and the excavations extended about 
10 to 15 feet from the curb toward the center 
of the avenue. The excavations were protected 
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by planks nailed to upright and easily pushed 
over. 

The truck had reached a certain street and the 
driver wanted to make a right turn, which he 
did, but not being experienced in handling a 
truck with a long wheelbase, he misjudged his 
distance, and the right rear wheel caught one 
of the planks and pushed the barricade over in 
such a way that the planks fell on a little girl 
who was standing on the southeast curb, and 
knocked her down, pinning her limbs and caus- 
ing some slight injuries. 

The child was attended by an ambulance 
doctor and taken home. The following day I 
called upon the injured, and endeavored to make 
a settlement. The people were poor, occupying 
a rear ground floor apartment, and, from what I 
learned, the father was not a shining example 
for his children. The mother, a little under- 
nourished woman, with shifty eyes, and a look 
that showed she did not trust anyone, would say 
very little and reiterated many times “she 
thanked God her child was not killed.” She 
asked me to wait until the next day, to talk 
about making a settlement, as she was too up- 
set to talk. 

I called the next day, but she was not at 
home; this calling continued for two days, and 
I came to the conclusion that something was 
wrong, and I decided to watch the house. I did 
so, and was rewarded for my patience, for when 
the mother appeared, she looked up and down 
the street to see if any one was watching her, 
and then suddenly started toward a group of 
men, employed by one of our public utility 
companies, who were doing the excavating work. 
Here she singled out a great big man about 55 
years of age who had all the ear marks of a 
grafter or cheap politician and engaged him in 
earnest conversation. I maneuvered in such a 
way so as to meet her face to face, and when 
I thought she had finished her conversation, I 
walked up to her, and greeted her by name, and 
asked her if she had received my note telling 
her that I would call at a certain hour, to which 
she replied, “I suppose so,” and immediately 
left the scene. The big grafter turned to me 
and said, “Look here you, are youse an attor- 
ney?” To which I replied, “no.” He then said, 
“Oh, you’re an adjuster for an insurance com- 
pany what insured de guy that knocked down 
the kid.” I replied, “You have guessed right.” 
He then said, “So you’re one of dem guys what 
goes around adjusting and, believe me, you are 
my meat.” 

I told him that I desired to adjust this case 
within reason, but that I wanted to know what 
he had to do with it and if he was connected 
with the family in any way. The grafter then 
became very confidential, speaking out of the 
corner of his mouth: 

“Young fella, you and me can make a nice 
piece of change out of dis and I'll put you wise, 
see. I’m the boss, chief kicker, and general 
fixer for de guys who’s doing this work. I 
knows all de hig guys in town, and when dey 
want anything dey call me up, and, believe me, 
I can fix it up. Now dis little woman, the 
mother of the kid that got hurted, put de case 
in my hands, and I’m going to give ya a chance, 


you look like a regular guy—so I’ll tell ya— 
slip me $350 bticks, see, and I’ll see dat the 
litle woman gets $300 and I’ll get $50 and you 
get a box of cigars, is it a go?” 

I said, “no,” that I would not give more than 
$50 and that must be paid to the father as he 
was the injured’s guardian, to which the grafter 
replied, “So you won’t pay $350 bucks, eh? Well 
we'll see. I'll take de case to one of my lawyer 
friends, and believe me before we get trou wid 
youse, you'll wished you’d paid me.” 

I tried to reason with this bully, a cheap 
grafter, but to no purpose. He knew that some 
men would take a dollar anytime and he could 
not understand why I would not listen to him 
and take a bribe. So the grafter came back 
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In leading newspapers all over the United States 
and Canada, Credit Insurance is advertised, week 
in and week out, to thousands of Manufacturers 
This is one reason why 


and Jobbers. 


American Credit Insurance 


is growing so rapidly year after year—and why it 
is to the advantage of the general broker to co- 
operate in the writing of our policies. 
ought to investigate the great protective service we 
render to our many policy-holders; safeguarding 
their resources absolutely against bad debt losses, 
providing them with efficient collection facilities, 


atc. 


General Insurance Brokers, look into the sell- 
ing possibilities of American Credit Insurance. 
While our regular agents are necessarily trained 


with the following: “Say, what’s de matter wid 
you, are you working for your health? Now 
listen, buddy, you just write me a check for 
$350 bucks and you and me will be de best of 
friends.” 
BEWARE OF STRANGERS 
I walked away in disgust, and had only 
walked about 50 feet when this cheap ward- — 
heeler trotted after me, saying, “Say, kid, be 
natural, lend me a buck and I'll buy youse a 
drink, and you can give me a check for $349. 
What da ya say?” 
Well, this case was settled through an attor- | 
ney, but not for $350, and our grafting friend 
may be seen, any day, standing in the sun, 
waiting for something to turn up. 





Maybe you 








credit insurance specialists, still we have a plan by 
which you can co-operate with us to your definite 


profit. 


protected by Credit Insurance. 


Check up and see if your present clients are 


Then get the full 


details of our interesting proposition by writing 
or phoning any of our offices. 


<The AMERICAN 


CREDIT~ INDEMNITY Co. 


OF NEW YORK 


J. F.M° FADDEN. presipent 


Offices in all leading Cities: 


New York, St. Louis, 
San Francisco, 
Detroit, 


Chicago, 
Philadelphia, Baltimore, 
Atlanta, Milwaukee, 


Cleveland, Boston, 


Etc. 


In Canada: Toronto, Montreal, Etc. 
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